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Rough and semi-finishes pinion bores; rough 
bores, semi-finish bores and taps cross bores. 


155 parts per hour at 100% efficiency. 


9 stations—1 for loading, 4 for boring, | for tap- 
ping, 2 for indexing, 1 for visual inspection. 





Pallet-type work holding fixtures. 
Hydraulic power wrench for clamping parts. 


Automatic transfer of fixtures from station to 
station. 


Other features: Complete interchangeability of 
all standard and special parts for easy mainte- 
nance; construction to J.1.C. standards; hardened 
and ground ways; tandem drive for locating 
pins; hydraulic feed and rapid traverse; auto- 
matic lubrication; oil-mist lubrication for taps; 
drag-chain type chip conveyor. 








Established 1898 
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ROLLINS FLEET LEASING 
NATION-WIDE SERVICE 


When you lease your NEW cars, trucks, and airplanes from 
us these advantages are yours: 


1 brag our thie — 
| heching © NO CAPITAL INVESTMENT © YOU SAVE THOUSANDS OF DOLLARS 
apier ¢ 


e BETTER EMPLOYEE RELATIONS © RENTAL IS 100% TAX DEDUCTIBLE 
RISON CHART 


















Rollins Fleet Leasing is a pioneer in the field of transporta- 


COMPA 










a 50 Salesman-owned Cars tion leasing — delivering passenger cars, executive cars, 
—" .-« Fleet Leasing Plan trucks, tractor-trailers, even airplanes to any place in the 
) — mobiles United States with maximum speed, efficiency, safety. 
ned Plan : ; Bs ioe ; 
salesman ats 1 NEW Automobile wileage Rollins offers fair rates and complete facilities including spe- 
e ° . . . . . . 
50 Autom 30,000 ame 50 per month $870 cial plans for firms in oil, construction and related industries. 
tomobile | Mileag® R ntal at a nce 2 : rie, § 
19,000 Average gases wi e565 Gos & Oil ihat on 3 Wate For complete information fill in the coupon below, or tele- 
sleage Allowance &' ” ., $2,400 hosn solesmen FPO 3 hone REHOBOTH BEACH, DELAWARE 3261 (Teletype 
ws eoorte” Paileage, consed e 42 SSH 287 P 
mile o-0*?" ’ 1 Allowance: -* °° ° 
Gas sve extro mileage 90 ) 
r+ sypanmcestbieg 5. taaeamta 1,383 REMEMBER, ROLLINS IS RELIABLE! 
aa 1 Per Car Per - a 8 ee pee Pe EE nasa nto that atte nal caer te: 
Tota 69,\ 
spain: ST eg iremen soca ACTUAL RENTAL FOR FORD, CHEVROLET OR PLYMOUTH TWO-DOOR—$72.50 
Total Per Car Pe $120,000 rig 50 AUTOMOBILES INCLUDING ... Heater, Turn Signals; Delivery anywhere in the United States; Maintenance 
50 Cars ‘ LLY ON atire and Repairs, Tires, Tubes, Lubrications, License Plates, State Inspections; 
Total Per Year on ANNUA your e 


Antifreeze, Chains, and Collision Insurance. 


Custom models $2.50 additional. Other equipment and models available at 
extra cost. 


Freight differential charge: $5.00 Per month for each unit operated west of the Mississippi River. 


SPECIAL TAILORED PLANS FOR COMPANIES WITH VERY HIGH OR VERY LOW MILEAGE. 
Non-maintenance capital Depreciation Reserve Plan for 100 units or more on Ford, Chevrolet? 


" 
care or Plymouth standard two-door with heater and turn signals—$44.98 per month, per unit. 
a anpubler You Slightly higher rates for less than 100 units. 
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| Rollins Fleet Leasing, Dept. 19 
Rehoboth, Del. 


Gentlemen: 
wt © L a ; ing % Please send me details on your fleet leasing service. We operate 


the following number of units: 
































Cars Make Year 
FLEET LEASING | ne oe 
| | Name (Please print) 
Company 
. ) Street 
REHOBOTH, DEL., PHONE 3261 + N.Y.C., 550 Sth AVENUE, PL. 7-7881 | City, State 
| DALLAS, TEXAS, DOUGLAS & LEMON STREETS L 


’ 
DUN S$ REVIEW AND MODERN INDUSTRY. JANUARY 1955. VOLUME 05 NO. 2321. PUBLISHED MONTHLY BY DUN & BRADSTREET PUSLICATIONS CORPORATION, 3 
300 WEST ADAMS STREET, CHICAGO 90, ILL. ANNUAL SUBSCRIPTION IN USA $5. ENTERED AS SECOND CLASS MATTER AT THE POST OFFICE AT CHICAGO, ILL. 
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Specify Iridite . . . for corrosion protection during 
storage or use ... for a firm and lasting base for 
paint .. . for extra quality and eye-appeal ... for 
low cost color coding of finished parts. 


ON ZINC AND CADMIUM you can get highly corrosion 
resistant finishes to meet any military or civilian 
specifications and ranging in appearance from olive 
drab through sparkling bright and dyed colors. 


ON Copper ... Iridite brightens copper, keeps it tar- 
nish-free; also lets you drastically cut the cost of 
copper-chrome plating by reducing the need for 
buffing. 


ON ALUMINUM Iridite gives you a choice of natural 
aluminum, a golden yellow or dye colored finishes. No 
special racks. No high temperatures. No long immer- 
sion. Process in bulk. 





ON MAGNESIUM Iridite provides a highly protective 
film in deepening shades of brown. No boiling, elabor- 
ate cleaning or long immersions. 





AND IRIDITE [S EASY TO APPLY. Goes on at room temperature 
by dip, brush or spray. No electrolysis. No special equip- 
ment. No exhausts. No specially trained operators. 
Single, dip for basic coatings. Double dip for dye colors. 
The protective Lridite coating is not a superimposed film, 


cannot flake, chip or peel. 


WANT TO KNOW MORE? We'll gladly treat samples or send you 
complete data. Write direct or call in your Iridite Field Engineer. 
He's listed under "Piating Supplies" in your classified telephone book. 
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‘4004.06 E. MONUMENT STREET © BALTIMORE 5 MD 








-DUN'S REVIEW 


 amiModern Industry — 





Steps toward Employment Stabilization............- 31 , 


Jonn L. McCarrery 
President, International Harvester Company see especially: 








Full year-round employment stabilization may never 
attain 100 per cent perfection, but steps are being 
taken to bring it nearer reality. Here the author dis- 
cusses what his company has done. 











Financial Techniques Tap New Markets............ 33 


James K. Brake 
Marketing Editor 





see especially: 





The dimensions of a new type of market are just be- 
ginning to appear. It is a product of a growing econ- 
omy. It means extra profits for companies that 
broaden sales policies to get them. 











Fitting Your Product to the Atomic Age............36 
Part I—What to Sell Where 


ANNESTA R. GARDNER 


Industrial Editor 





ey SCC CSpecially: 
Almost anything—from trucks to textiles—can find 
new markets in atomic energy plants and other new 
installations of the atomic age. Here’s how to find 
them; how to adapt your product for specific needs. 















What Makes a Good President?......ccccccccccceee +43 


A SympostuM 


James H. Rand, Remington Rand, Inc.; Robert H. 
Morse, Jr., Fairbanks, Morse & Co.; and Walter H. 
Wheeler, Jr., Pitney-Bowes, Inc., present their views 
of the necessary presidential qualities. 













eee SCC CSpecially: 




















How Foremen Get that Way.....cesccccceseeeeeee+ 44 


Acrrep G. LARKE 
Employer Relations Editor 











» see especially: 











First-line supervision, and union stewards, too, differ 
from the average worker, but not in ways you might 
think. Not love of company or union, but indepen- 
dence and ambition set them apart, this survey shows. 

































THE SEMI-ANNUAL INDEX of Dun’s Review anp Mopern Inoustry for the 
July-December 1954 period is available. Copies of this index, with listings ac- 







cording to subject, title, author, and companies mentioned, may be obtained 






upon reg uest. 



















Published monthly by Dun & Bradstreet Publications Corporation. Publication office: 300 W. 
Adams Street, Chicago. Editorial, advertising, and subscription ofhice: 99 Church Street, New 
York 8, N.Y., Digby 9-3300, Dun & Brapsrreer also publishes monthly International Markets and 
Dun’s Statistical Review. The Dun & BrapstTREET organization serves American business in the pro- 
motion and protection of trade through its varied services supplying information on business enter- 
prises here and abroad, marketing and survey services, Municipal Service Department, and other 
fact-finding and reporting activities. 










Correspondence should be addressed to the offices in New York ... Material for publication should 
be addressed to the Managing Editor. Advertisers should send proofs and plates with copy instruc- 
tions directly to R. F. Bogner, Operating Department, Dun’s Review anp Mopern INpbustry, 350 
East 22nd Street, Chicago 16. Advertisements to be set by publication are to be sent with complete 
instructions to Production Department, Dun’s Review anp Mopern Inbusrry, 99 Church Street, 
New York 8, N.Y. : 


Staff personnel appear on page 91. Copyright 1955 by Dun & Bradstreet Publications Corporation. 
Copyrighted under International Copyright Convention. All rights reserved under Pan American 
Copyright Convention. The titles Dun’s Review anp Mopern Inpustry are registered in the 
U.S. Patent Office. Cover: S.S. United States by Howe. 7 
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Ehcined in WANA R ois. a silanes coscesasaceue: 7 





Paul Wooton reflects thoughts of cabinet 
members and other Washington officials. 





Lethess 00 Che Editor... occccciaucwdes covercenesses 9 


Remarks and requests from all over as the 
readers make known their thoughts. | 








Voice of Industry *oeteeree eeereeereetee eeeseeseeeeseseereeee?ete#es?st#* 14 
Business speaks on trade associations, ma- | | 
terials handling, mergers, other topics. & 

Photo Visit *eeeeeeeeeee#ereskieeg#8gcee#e#e#e eeeeenseeeeeeeeneeeesees 23 





Dun’s Review and Modern Industry pays a 
call on Westinghouse in Columbus, Ohio. | 








Frontispiece......... iseebekees ee ccecceccccceecese IO 





Bo and Joan Steffanson capture a wintry | 
scene in South Londonderry, Vt. | 


Tme Trend OF Busitesiiisck cicddwckccceds cecccceee DS 


Taking the pulse of business by analyzing | 
the many factors that make up the economy. | 


New Methods and Materials.......... cccscccccseecOl 


Cut indirect labor costs, increase productiv- 
ity, add sales appeal with these ideas. | 














Sales and Distribution............ pvccccccccsccecsel Ts 





GE’s new price policy: price wars or real- 
ism? Sales measurement: how scientific is it? | 

















Executive Bookshelf............. Se eo véonwsasOO 
Informative discussions of the latest busi- | | 
ness volumes to help executives. | | 

; Here and There in Business........ ia nae Rewaee hs nce 
New developments, products, and uses to | 
help managements in various fields. 








Next Month: 


J. Harold Kolseth, Executive Vice-President, Devoe & Raynolds Com- 
pany, Inc., describes a new look in executive development plans. Useful 
for large and small companies alike, this training program concentrates 
on development within the executive position currently held, utilizing 
the case-study method for discussion. 





DUN’S REVIEW and Modern Industry 
99 Church Street, New York 8, N.Y. 


One year subscription to U.S.A. and Posses- 
sions, Canada-$5. Elsewhere, $10. 


Enter my one-year subscription [] Payment Enclosed or [] Bill me 
Send to 
Name 





Firm 





My Title 





Address 
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One-half actual size 





Count them and you'll find 40 non-slip traction points, 
angle-engineered to safety, in every footstep of A.W. 
SUPER-DIAMOND, the lifetime-lasting rolled-steel floor 
plate. 

Count the other points which make for combined 
economy and safety in this master flooring for entire 
floors or small areas—low cost, overnight installation, 
durability, easy cleaning, fast draining, resistance to 
fire, heat and most chemicals—and you'll find that 
every foot in your plant is safer when you install the 


exclusive-patterned 


SUPERFDIAMOND 


oa @HEEL FLOOR PLATE 


“The diamond in the rough ...a gem of a flooring.” 
ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. 
Please send A.W. SupER-D1amonvd Booklet SD-6 












For plants where oil, 
water and grease raise 
special problems of slip- 
ping accidents, wesuggest 
a check on the special 
qualities of A.W. ALGRIP 





Name 








Title —_—- -- ... the world’s only abra- 
sive rolled steel flooring. 





Company carnsnsensmespitions : v7? Pict inctatenieces 
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City . Zone.._____ State 


Other products: A.W. ALGRIP Abrasive Rolled Steel Floor Piate—Plates—-Sheets 
—Strip—(Alloy and Special Grades) . 
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Connors Steel, one of the divisions of H. K. Porter Company, Inc., supplies the 
rapidly expanding industrial South and Southwest with concrete reinforcing bars, merchant 
bars, structural angles, bulb tees, hot rolled strip, steel fence posts and highway sign posts. 


Production equipment is modern, including electric furnaces, flexible rolling mills that 
can be quickly adjusted to fill special orders, and a well-equipped shop for the fabrication 
of reinforcing steel and accessories. These facilities mean that your orders are handled 
promptly and economically for quick shipment by truck or rail. 


You can rely upon Connors for dependability. This is true of all Porter Divisions. 


ew 


The Porter group of manufacturing units: 


ALLOY METAL WIRE, PROSPECT PARK, PA. McLAIN FIRE BRICK, PITTSBURGH, PA. 

CONNORS STEEL, BIRMINGHAM, ALA. QUAKER PIONEER RUSBER MILLS, PITTSBURG, CAL. 

DEILTA-STAR ELECTRIC, CHICAGO, ILL. QUAKER RUBBER CORPORATION, PHILADELPHIA, PA. 

LACLEDE-CHRISTY COMPANY, ST. LOUIS, MO. RIVERSIDE METAL CO. RIVERSIDE, WN. J. 

LESCHEN WIRE ROPE, ST. LOUIS, MO. THE WATSON-STILLMAN COMPANY, ROSELLE, WN. J. 
WATSON-STILLMAN FITTINGS, ROSELLE, N. J. 


H. K. PORTER COMPANY, INC. 


Executive Offices: Alcoa Building, Pittsburgh 19, Pa. 
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Many UNCERTAINTIES bid fair to be resolved 
in 1955. Among them: mutual assistance policies will be clarified; 
aid for underdeveloped countries will take more definite form; inter- 
change of goods with foreign countries will be made easier; expend- 
itures for public works will be increased; Congressional investigations 
will be better regulated; military service laws will be revised. 


*% Nothing impresses Washington officials more than the con- 
tinued strength of the economy in the face of uncertainties abroad 
and divided government at home. While the mixed political situ- 
ation is giving rise to backing and filling in Congress, the prospect 
is engendering no pessimism. In fact, officials confess they are 
unable to foresee any probable development likely to upset the 
economy. 

The administration would be happier if the stock market would 
lose some of its boom aspects, but it is mindful that speculation is 
not excessive and that stocks were unrealistically low for fifteen 
years. Only now are they reflecting the inflation in the general 
price level. The public, desirous of sharing in the growth of the 
country, is investing in equities. Continued growth of private ex- 
penditures is seen at the Treasury as evidence that the restrictive 
policies of May 1953 did not bring about the decline. The feeling 
is that it was due to the reduction in defense expenditures and the 
inevitable adjustment of inventories. Business men are cautioned, 
however, that optimism feeds on optimism. 


*® A current development that bodes much for the future is the 
study of atomic power for civilian use being undertaken by the 
National Planning Association. The study was made possible by 
the Ford Foundation. Anything that can be done to bring nearer 
the time when it will be feasible to use nuclear power in Japan and 
such countries where energy is expensive would be of great eco- 
nomic help. The task force has no delusions about any early com- 
mercial use of atomic power. Its study assumes that it will take at 
least ten years for the obstacles in the path of commercial power 
to be removed. For that reason the study will be aimed at ob- 
jectives that may be possible a decade hence. 


* New assurance that the state of the Union is good came in the 
message of the President to the Congress. His advisers expect no 
burst of buying, but are looking forward to a year in which the 
economy will move along at an even rate much like 1954. 


* Unemployment in February and March may increase to 3,500,000, 
say Labor Department statisticians. Unemployment is not expected 
to become severe on a national basis, but there are localities which 
are Causing worry. Most of the area unemployment of a continuing 
character is due to inability of industries to maintain output in a com- 
petitive market. In such cases there is not much the Federal Govern- 
ment can do. The solution lies in efforts of the local community. 


* Legislators are warning their constituents that the American 
market must be preparec’ to absorb more foreign goods. This 
Congress has the votes tu pass bills that will lower barriers that im- 
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*% Fair trade concepts are fast going by the board. 


Paul Wooton, a leading Washington correspond- 
ent for many years, reports the thoughts and opin- 
tons of Government officials on: Atomic power; 
tariffs; Latin American relations; Dixon-Y ates; 


fair trade; and other aspects of the national scene. 





ports now must hurdle. The President is ready and anxious to sign 
such bills. The majority feeling is that no industry can retain public 
favor if its price greatly exceeds that of comparable items of foreign 
manufacture. 


¥% Latin American countries were advised frankly at the Rio de 
Janiero conference that much of their difficulty in securing capital 
from the United States was of their own making. American in- 
vestors are keenly aware, the conference was told, of the oppor- 
tunities in that part of the hemisphere. Money will flow into those 
countries just as it has gone into Canada once Latin America builds 
the necessarv confidence. 


¥%& This Administration is endeavoring to shift governmental func. 
tions to local levels. Carrying out that policy is being hampered by 
the lack of capacity on the part of a considerable percentage of 
local officials. One of the great needs is for a more capable per- 


sonnel to handle functions that are decentralized. 


¥%& Concern need not be felt that the Administration will accept an 


of the promises being bandied about by the communists. It has 
been made clear on various occasions that the United States will 
make concessions only when justified by deeds. 


* Competition from abroad cannot be compared in degree with 


that developing domestically. Many producers must exercise more 
ingenuity in improving quality and in developing new products if 
they are to withstand the onrush of competition of 1955 intensity 


The new phe- 
nomenon in merchandising known as the discount house has opened 
a new area of competition. Officials admit that the effect is to narrow 
the spread between the producer and the consumer. They believe 
the day of the high mark-up is over and that profits must come 
instead from volume. 


* Controversy over the Dixon-Yates contract is forcing considera 


tion of policy to govern other sections that are clamoring for fed- 
eral support of area development. The Administration wants to get 
Uncle Sam out of that type of activity and is suggesting the handling 
of development projects under compacts among interested states 
The New York Port Authority is cited as an example. It operates 
with money from private sources. The whole question of resource 
development is involved. 


* Although no dramatic declaration that the pound sterling will 


be made convertible on a certain day is forthcoming, Washington 
expects 1955 to see more restrictions removed and more use of 
sterling as though it were convertible. 
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Alert Manufacture and Distribution Require Power... 


FLUID POWER 


DUSCO DIVISION, Hazel Park, Mich. 
Dual-Vane Hydraulic Pumps, 3 to 120 
gpm; Fluid Motors, 7 to 140 hp; 2000 
psi operation. Piston-Type Pumps for 
5000 psi. 


MYDRECG DIVISION, Cleveland, Ohie 
Gear-‘ype Hydraulic Pumps, 3 to 120 
gpm; Fluid Motors, 3 te 52 hp; Cylin- 
ders; Control and Auxiliary Valves; 
1500 psi. 


WATERTOWN DIVISION, Watertown, N. Y. 


Railroad air brake valves for freight 
and passenger equipment, STRATO- 
POWER Hydraulic Pumps for Aircraft, 
to 3000 psi. 


KINNEY MANUFACTURING DIVISION, Boston, Mass. 


Rotating Plunges and Heliquad Liquid 
Hendling Pumps, to 3000 gpm. Vac- 
vum Pumps, 0.2 micron, evacuate 
1800 cfm. 


AURORA PUMP DIVISION, Avrora, Hil. 


Liquid Handling Pumps, Centrifugals, 
end deep well turbines, 7000 gpm. 
500’ heeds. Turbine-type, 150 gpm, 
600’ heads. Condensate Return Units. 


Where industry enjoys significant improvement 
in production and lowered costs, you find more 
and more use of FLUID POWER .. . Machine 
Tools performing multiple operations faster and 
with greater precision . . . Presses forming a 
wider variety of pieces in larger quantities... 
Mobile Equipment moving work-in-process or 
finished units ‘from where they are to where 
you want ‘em” quickly, safely, economically. 


Three divisions of The New York Air Brake Com- 
pany concentrate their facilities on the develop- 
ment of advanced design hydraulic equipment 
... Gear, Dual-Vane and Piston Pumps... Gear 
and Dual-Vane Motors . . Single, Double-Acting 
and Telescopic Cylinders . . . Control and Aux- 
iliary Valves. Thus, industry may select from 
a full range of types, capacities and pressures 
the components to develop complete hydraulic 
circuits which ideally suit the specific require- 
ment... all from a single source. 


Hydraulics engineers naturally turn to The New 
York Air Brake Company for answers to their 
problems. Whether the service be for rugged 
duty on Mine, Construction, Farm, Oil Field, 
Marine and Materials Handling Equipment, or 
for the automation of high production, micro- 
metrically precise Machine Tools, Paper, Tex- 
tile, Petro-Chemical and other processing equip- 
—_— the products of Air Brake are the obvious 
choice. 


Industry also finds the answers to liquid han- 
dling problems in Aurora and Kinney Pumps. 
“Any material that can be pushed through a 
pipe”... from gasoline, alcohol and other vola- 
tile liquids to tars, sludges, slurries and semi- 
solids, the right pump in the right size is avail- 
able. And, for vacuum processing of every sort, 
Kinney High Vacuum Pumps provide outstand- 
ing advantages in performance and production 
costs. 


Write for descriptive literature and engineering information to 
help you improve your product, speed production and lower costs. 


THE NEW YORK AIR BRAKE COMPANY 








230 PARK AVENUE > NEW YORK 17, N. Y. 
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LETTERS & he Gdilox 


ONE WAY TO LOOK AT IT 
East McKeesport, Pa. 
Dear Sir: 

In your October issue in the 
Letters to the Editor column, one 
of your readers comments on the 
fact that your articles are all slanted 
towards the larger business men 
and firms. . 

I do like to read your magazine, 
if for no other reason than to make 
me certain that I do not wish to 
grow so large that we require of- 
fice managers, production mana- 
gers, and all the rest of the mul- 
titude of management specialists 
required to run_a big business. 

During the war ... I took a war 
job in a nearby company. .. . Hav- 
ing been brought up in the tradition 
that to manage required a thorough 
knowledge of the entire process of 
making what you were selling and, 
in addition, what went on in the 
office .. . I was in hot water a lot 
of the time for using my judgment 
on how to de. a job and doing it 
that way instead of asking someone 
if it could be done in that manner. 
I was eventualiy fired, not for any 
real breach of the rules .. . but, 
as the foreman said, “They did not 
need inspectors.so badly that they had 
to put up with my independence.” 

Leon N. Loeb 
The Flower Farm 


CONSTRUCTIVE CRITICISMS 
Chicago, Ill. 
Dear Sir: 

Your magazine just leaves me 
plain frustrated! It’s one of the 
finest magazines I know; it has a 
good format and arrangement. The 
authors of your articles are well 
chosen, and they show a depth of 
understanding in their respective 
fields that shows each of them to 
be outstanding. 

But here’s why I get frustrated: 
Whenever I want to take this maga- 
zine with me away from my office 
to read, it won’t fit in my brief- 
case—unless, of course, I take my 
super jumbo-size briefcase... . 

Why can’t Dun’s Review AND 
Mopern INnpvustry publish a maga- 
zine that will fit in the normal 
briefcase? 

After reading the excellent series 
of articles which tell the executive 
how to pamper himself, relieve 


mAs Re ee 


tenseness, and otherwise try to keep 
himself in clear-thinking, fighting 
trim, I wish Dun’s Review AND 
Movern INnpustry woud give a 
little in this area and contribute 
to the lessening of my frustrations 
and those of others who are con- 
fronted with tl.> same difficulty. 
Thomas M. Ware 
Vice-President 
Engineering Division 
International Minerals & 
Chemical Corporation 


Toronto, Canada 
Dear Sir: 

There is one suggestion I would 
like to make. ... Is there any way 
of perforating some of the pages, 
especially those where you deal 
with a specific problem? The pages 
could then be torn out and kept 
neatly in a binder. It would be an 
easy matter to read and study them 
whenever one had a few moments 
and when one wanted to refer to 
the subject again. 

Alma Anthony 
Credit Manager 
Hackbusch Electronics Limited 


LINEAR RESPONSIBILITY 
CHART 

Miami, Fla. 
Dear Sir: 

We were very interested to see 
the article on Linear Responsibility 
Charts (September, Page 46)... . 

We were especially interested 
because we have been using a sys- 
tem similar to this with some of 
our clients for the past three years, 
and although our form as used is 
somewhat different than that out- 
lined by Mr. Birn’s method, the 
results and the general procedure 
are the same.... 

We use a somewhat different 
method of charting, call ours a 
“Functional Analysis Outline,” and 
use letters instead of the symbols 
which Mr. Birn’s method suggests. 
We agree with all the points of the 
article, that it adds simplicity and 
easy-to-reach detail, but do find that 
it relies particularly on a careful 
breakdown not only of the func- 
tions as defined in the analysis, but 
on the handling of certain phases of 
that function by different individ- 
uals. A mistake made, for example, 
in functional definition can be a 
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not ai all, new tests show! 


Your trained I. C.S. counselor will appraise 
your abilities, help you plan for the future. 
Listen to D.F.K.* “Before enrolling, I was a 
foundry laborer. Today I am a draftsman, en- 
joying a ¥% increase in salary.” 


IT’S NEVER TOO LATE TO GET STARTED! You study 
with I. C. S, at home, in your spare time. There’s 
no interference with business or social activity. 
Famous I. C. S. texts make learning easy. And 
whatever your age, you're more capable now 
than you’ve ever been. But don’t delay! Pick 
your field from the coupon below. Mail the 
coupon today! We'll seud free “success” book, 
survey of opportunities in your field! Mail now 


for 3 free books, 
Easy Pay Plan 


EXPERT SAYS YOU CAN LEARN NEW TRICKS! 


New tests, cited by an expert in news 
stories, show that: your ability to think 
increases with age; your powers of deduc- 
tion are greater; your judgment is better. 
1.€.S. KNEW IT ALL THE TIME! In the ..C.S 
files are thousands of case histories of men 
and women of every age. Their successes, their 
promotions, their raises prove that men and 
women past school age can learn! Listen to 
A.L.G.* “Up until I took the course, I did what 
I was told. But now ...I tell others what to do.” 
1.C.S. GIVES YOU EXPERT GUIDANCE FREE! Do you 


have the feeling you’re “stuck” in your job? 


For Real Job Security—CGet an I. C. S. Diploma! 


*Names on request 


I. C. S., Seranton 9, Penna. 


BOX 78069A, SCRANTON 9, PENNA. (Partial list of 277 courses) 
Without cost or obligation, send me “HOW to SUCCEED” and the opportunity booklet about the field BEFORE which | have marked X (plus sample lesson) 
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Working Hours _—_____ A.M. to P.M. 


Canadian residents send coupon te International Correspondence Schools, Canadian, ita, 
Montreal, Canada. . . . Special tuition rates to members of the U. S. Armed Forces 























THE “W HIPPET‘’ MARKER 


the 
AMERICAN 


APPRAISAL 
company 


leader in 
property valuation 


Automatically dates, codes, or morks production runs of 
cartons, packages, filled bogs, boxes, rolls, cans, etc. For 
candy monvfacturers, food packers, distillers, oi! com- 
panies, etc. Send for free catalogue. 


THE INDUSTRIAL MARKING 
EQUIPMENT COMPANY, INC. ' 
— 454 Baltic Street, Brookiyn 17, N. Y., Dept. DR — 














Mmonioe TABLES 
‘ll a a aa = DRAKE, STARTZMAN, SHEAHAN 


AND BARCLAY 


Oltaialel ills lilt male hicae Le 
Handling Consultants” 
MOVEMENT ond 


OF MATERIA! 


4| East 42nd Street New York 17, N.Y. 


, . 9), 18-18)! 410) '7.\¢). 
If yoa are on the board of your school or 1 

churc3, or on the house e purchasing com- 
mittee of your club or |} e, you will be intem 
ested 1n this modern, Folding Pedestal Banquet 
Table, Write for catalog & special discounts. 


vel.) te} mmaem 40 CHURCH ST. Rael ts-) ahlel 7. 
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@ It’s such a simple and effective 
way of increasing working efh- 
ciency that you'll wonder why you 
went so long without Executone 
intercom! 

Not only you, but your execu- 
tives, your office staff and your 
plant personnel immediately end 
non-productive and wasteful walk- 
ing. Executone’s crystal-clear, 
voice-to-voice contact links depart- 
ments in seconds. No longer do 
you have to put up with jammed 


Lrecisone 


INTERCOM SYSTEMS 


DON'T WALK push a button and TALK J 


switchboards, or the problem of 
finding hard-to-locate employees. 

No matter what your business, 
or size, Executone helps you get 
more work done faster—at lower 
cost. Let us prove to your satisfac- 
tion that Executone pays for itself 
—and many times over. There’s no 
obligation to find out—simply mail 
the coupon today. 


Nn 


EXECUTONE, INC., Dept.N-3,415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send me | , 








full data on Executone Intercom. | 
] am particularly interested in: Title 














[] INTER-OF FICE COMMUNICATION 
[] INTRA-PLANT COMMUNICATION Firm 

["] SWITCHBOARD RELIEF Address 
[_] LOCATING PERSONNEL 

["] HIGH NOISE LEVEL COVERAGE City 
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In Canada—33] Bartlett Ave., Toronto 
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cause of great difficulty if not care- 
fully watched for. 

We still think that this is an inter- 
esting example of how good ideas 
can appear in different parts of the 
world independently, at the same 
time, all of them tending to help 
make business life a little easier. 

Philip W. Moore 
President 
First Research Corporation 


of Florida 


CLARIFICATION 
East Chicago, Ind. 
Dear Sir: 

We appreciate the photo-and-cap- 
tion report on the impact extrusion 
process in your November issue 
(page 78). However, as the material 
furnished to you was essentially a 
“round-up” report on the process, 
rather than a report concerned ex- 
clusively with our facilities, it was 
necessary to use some parts pro- 
duced by others for illustrative pur- 
poses. 

As we have produced even more 
difficult and exacting impact ex- 
trusions, we are of course able to 
produce any of the types shown. 
Nonetheless, we are anxious to keep 
the record straight and avoid even 
small inaccuracies which might 
tend to mislead your readers. 

William Johansen 

Vice-President 

Magnesium Company of 
America 


IN ADDITION 
Newark, N.J. 
Dear Sir: 

I read with interest your infor- 
mative article concerning miniature 
components, such as _ capacitors, 
thermal switches, and cams, in your 
November issue. 

This article prompts me to bring 
to your attention our recently de- 
veloped miniature electromagnetic 
clutch, Model C130. ... This clutch 
does not require precise alignment 
of the driven member with respect 
to the driving member; appreciable 
angular misalignment will not 
ause the clutch to malfunction. 
The driven member comprises three 
individual shoes to prevent chatter- 
ing upon engagement.  ~ 

To the best of our knowledge, 
this is the lightest electromagnetic 
clutch now available from stock. 

D. Rabinow 
President 
Dial Products Company 








] Numbering Machine 
(} Jobs go Faster... 





Automatic, all-purpose numbering 
machine speeds up dozens of every- 
day jobs in office or plant. (Provides 
consecutive, duplicate or repeat num- 
bering.) See your dealer or let us 
send our catalog “How fo Select a 
Numbering Machine.” 


Specify FORCE for the Finest Q 


WM. A. FORCE 


2ZI6E NICHOLS AVENUE, BROOKLYN 8 
‘4 
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MAGNESIUM 


a loading dock on wheels! 
@ Loads Yard Cars, Highway Trailers—Quickly, 
Easily 
@ One Man Moves it—Trailer Hitch Optional 
for Long Distance Towing 


@ Eliminates Hand Loading—Car Spotting — 
Demurrage 
@ Bridge Design—_All Magnesium Construciion 
@ Locks Securely in Position 
@ Standard Models and Sizes to 16,000 (bs. 
Capacity— Others on Request 

A loading dock on wheels! Where you 
want it... when you want it! Services 
yard cars or highway trailers. Lig/1t- 
weight—easily moved about. Hydri u- 
lic lift positions it. Use as a dock or 
as an auxiliary unit to relieve over- 
an taxed dock j{a- 
cilities. They're 
practical, eco- 
nomical, and 
efficient! Get the 

facts today. 
‘WRITE TODAY FOR 
BULLETIN DB-2)1 


MAGLINE INC. 


1951 Mercer Street + Pinconning, Mich. 
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Contract Manufacturing 


with costs 


and capital investments... 





€ M*—Contract Manufacturing-—is being ever more 
widely used by a growing number of companies .. . 
companies of every size . . . companies with and 
without manufacturing facilities of their own. CM is 
a vital part of their and the American Economy. 


CM is true Contract 
Manufacturing. CM provides complete facilities 
for design, engineering, research, every phase of 
mechanical and _ electro-mechanical production, 
metal fabrication, complete assembly, package de- 
sign, shipping and warehousing. These facilities 
should be equally available for component parts or 
complete products. If you are now using a con- 
tract manufacturer, and he does not provide all of 
these facilities, you may very well be missing some 
or many of the advantages of true CM. 


When your present production 
facilities or certain departments are not keeping 
up with current market demands, or you wish to 
experiment in or expand into new markets, you 
face the capital expenditure for additional plant 
Space and equipment. Perhaps this is the wisest 
move and perhaps not, but the answer can be very 
accurately determined by comparing your planned 
costs and investments with the costs of a really 
complete Contract Manufacturer. This would apply 
whether you were looking for component parts or 
complete product assemblies. There is no guess- 
work because CM is done on firm contracts based 
on firm quotations. 


MANUFACTURING COMPANY 


| When you deal with 
a true Contract Manufacturer you are receiving 
the benefits of the know-how, production exper- 
ience and design ingenuity of a substantial organi- 
zation. Their ideas on re-design for simpler and 
less costly production, their ability to research and 
develop patents for you, their ability to produce 
quickly and their very firm code of dealing with 
you in absolute confidence makes your Contract 
Manufacturer an integral part of your produce 
success without your having to invest a single 
dollar in capital improvements. 


You need use CM, or any special department of 
CM, only when you need it. Your production costs 
do not pyramid due to down time. CM improves 
products and component parts for every customer 

. if it did not, CM would not be the growing 
business it is. 


When you deal with Oiljak you'will enjoy every 
benefit of CM. Ojiljak is a complete Contract 
Manufacturer with over 25 years experience in 
working for and with many famous trade names. 
While true Contract Manufacturing is not exclu- 
sive with Oiljak—there are other true Contract 
Manufacturers and good onees—we do feel that you 
will benefit from and enjoy working with us. Drop 
us a letter or give us a call on the phone. With- 
out any obligation whatsoever we are always ready 
to sit down and discuss problems .. . . and always 
ready with the best answer we can possibly give. 


24 DEPOT SQUARE, MONTCLAIR, NEW JERSEY 
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‘To serve you with the finest in aluminum products, Revere 
has moved into large scale operation with the most modern 
equipment. Revere can offer you the kind of quality and service 
that comes from more than 153 years experience in producing 
non-ferrous metals. 

If we are supplying you now, we believe you will agree that 
Revere knows its A-8-C’s—‘‘A’”’ for Aluminum, “‘B’’ for Brass, 
“C” for Copper. 

If you are not yet a user of Revere metals, we will welcome 
the chance to show you what the Revere A-B-C’s and the 
Revere Technical Advisory Service can mean to a manufacturer 
today. Why not call Revere now? Revere Copper and Brass 
Incorporated, Founded by Paul Revere in 1801. Executive Offices: 
230 Park Avenue, New York 17,N. Y. 
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SUPER MARKETS 


are installing this new 
“Package” machine to wrap 
all kinds of prepackaged 
*, meat and luncheon items 
2m in trays or on cards. Saves 
labor and enables them to 
wrap meat as needed — not 
days in advance. The meat 
looks fresher — sells faster. 





FROZEN FOOD manufacturers can now wrap up to 
160 packages a minute on this fast machine, built to tie in 
with their high-speed filling machines. Its advanced design 
results in neater, more attractive packages and a machine 
that is easier to adjust and clean. 











TEXTILES 


in great variety are being 
wrapped on this new machine. 
Accommodates any package 
from 4” to 16” long, 2” to 942” 
wide and 1” to 5%” high. Two 
hand-wheel adjustments set it 
for a ith: size. 
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New developmeftts constantly coming off our 
drawing boards offer real oppertunities for in- 
creasing the sales appeal of your pack- 
age and for cutting costs. Whether 
you wrap, bag or carton your prod- 
uct, get the benefit of our 40 years 
of experience in serving leading 
package-goods manufacturers. 
Write for descriptive folder 
on our machines 









PHILADELPHIA 
DENVER 


CHICAGO ATLANTA MINNEAPOLIS 


NEW YORE 
DALLAS 


BOSTON CLEVELAND 


LOS ANGELES SAN FRANCISCO SEATTLE TORONTO MEXICO, D.F. 





VOICE 
OF INDUSTRY 


Trade association conventions; what’s ahead for mate- 
rials handling; steel production comparisons; what is 


considered when merging; limits on money’s usefulness. 





The purpose of 


trade associations 


arora jay 
screening of trade 
deficiencies . . .” 


H. A. KENT 


Chairman of the Board, P. Lorillard 
Co., before National Association of 
Tobacco Distributors, San Francisco. 





Why do we have Trade Associa- 
tions and why do we frequently 
meet in convention? ... 

First, they provide a common 
meeting ground and a sounding 
board for the men in industry who 
are not content with their present 
knowledge and who are thoroughly 
convinced better and more efficient 
ways can be found for the improve- 
ment of their business. They recog- 
nize that the skill employed in as- 
sociation work fashions ways and 
means to accomplish, through 
group conferences, that which is 
difficult to work out on the indi- 
vidual drafting board. 

Seeing the other fellow’s weak- 
ness, as he sees ours, gives us the 
opportunity, through strength of 
union, to aid each other. Through 
organized effort of the association’s 
technicians, a skillful screening of 
trade deficiencies is carried on and 
corrective remedies _ prescribed. 
Nearly all important industries are 
organized in this manner, and 
where you find industry interested 
in association work, you invariably 
find a better condition on all Jevels 
with the rays of leadership pene- 
trating every phase and jealousies 
reduced to a minimum. 

I can truthfully say I have yet to 
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attend a convention that has not 
produced some idea that I could 
take home and apply to my own 
operation. Conventions do things 
for us. They give us a new grip on 
our boot-straps; they clear the mind 
of static cobwebs. They: serve as an 
exchange for helpful suggestions; 
they accentuate the program we 
should recognize with our home 
groups and our duties to the less 
fortunate. They mirror the impor- 
tance of becoming a part of local 
leadership. 


The future of 


product movement 


ee 


. . the rise of a 
new executive post- 
tion . . 


W. F. ROCKWELL, JR. 


President, Rockwell Manufacturing 
Co., before Conference in Integrating 
Material Handling and Transporta- 
tion, Chicago, Ill. 





Let’s look more closely at the 
general problem of Movement. .. . 

Every unit of matter converted 
into a salable product represents an 
expenditure of foot-pounds of en- 
ergy equal to all the movements re- 
quired for the manufacture and de- 
livery of the product. That expendi- 
ture has as real a price tag as the 
raw material itself or the labor that 
goes into the manufacturing proc- 
ess. 

The foot-pound energy cost of 
Movement may include the freight 
charges for incoming castings; the 
wages and operating costs of the 
men and machines who unload and 
store incoming supplies; and of the 
men and machines who move sup- 
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OLDEST AND LARGEST 
COMPANY OF ITS KIND 
IN THE WORLD 














“People often are hoggish about paper towels.” 


ee realizing it they’ll use from two to four single fold 
towels just for drying. 3 


— wasting as much as 40 inches of paper toweling. 
But you can contro] this waste. 

With savings up to 40%! 

How? 


By installing WESTROLL TOWELS in West Micromatic Cabinets*. 


EOPLE quickly unroll as little or as much as they want. 
But without realizing it they take less. Averaging 17 inches of 
soft, absorbent WESTROLL. 


Saves janitors’ time, too. 


— one filling of the tamper-proof cabinet equals four 
of a single fold towel dispenser. 


— there's less litter to clean up. 
And washrooms are cleaner, neater. 


ET a- West representative tell you more about WESTROLL 
economies. Or send for our WESTROLL folder. 


*Cabinets are loaned, 











WEST DISINFECTING COMPANY Dept. 1 
42-16 West Street, Long Island City 1, N. Y. (Branches in principal cities) 
in Canada: 5621-23 Casgrain Ave., Montreal 


() I'd like a FREE copy of your folder on cutting towel costs with WESTROLL. 
[] I'd like to have a WEST representative telephone me for an appointment. 








Name 





(Tear out this coupon and mail it with your letterhead) 
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plies to and from storage, process, 
or shipping. ... 

Although the technique of Move- 
ment planning and operation is in 
its infancy, full advantage should 
at least be taken of the equipment 
and know-how available. Too many 
companies, and especially the small- 
er companies, are still in a relatively 
primitive stage of materials han- 
dling and movement. .. . 

Management is presently accus- 
tomed to measuring and analyzing 
a company’s operations in terms of 
sales, finance, engineering, and pro- 
duction, to mention a few. In the 
future, they may also use the di- 
mension of Movement for analysis. 
All managements may someday 
chart the progress of the monetary 
equivalent of the foot-pounds of en- 
ergy expended per unit of product, 
just as it is accustomed to chart dol- 
lars of sales or production costs. 

Perhaps we may see the rise of 
a new. executive position—that of 
Manager of Movement. ... 

The Movement Manager and his 
team will co-ordinate their activi- 
ties with the product design group, 
the production group, the packay- 
ing group, and with their dealer 








BUTLER BROTHERS 
TIES MAIL 
10 TIMES FASTER 


“We tie out as many as 100,000 
pieces of mail a day ... and do it 10 
times faster than by hand-tying,” 
says Miss K. Bryant, Service Depart- 
ment Supervisor of Butler Brothers, 
one of the world’s large distributors 
of general merchandise. 

Bunn Tying Machines help move this 
avalanche of buik mail through Miss Bry- 
ant’s department. Operators simn!v place 
a stack of envelopes on a Bunn Machine 
and step on a treadle. In only 14% seconds 
the bundle is neatly and securely tied. 


Dozens of different mailings go out 
each day, but because the Bunn Tying 
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and distributor organizations. In 


ONE DAY’S 
DIP IN THE 
LABOR POOL 
PRODUCED 
2,000 PLANT 
WORKERS 

AT THIS 
OHIO RIVER 
PLANT SITE 
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“Only yesterday”... on a B&O AMERICAN 
RUHR Site, Ravenswood, West Virginia. ..a 
giant aluminum sheet and foil mill needed 
workers for construction and operation... 


the word was passed... 


The first day 2,000 workers applied—at last 
account, 11,000! Plenty to construct and 
operate the initial unit of a plant which ulti- 
mately will produce 250 million pounds of 
aluminum sheet and foil annually. 


Over a billion dollars recently spent in basic 
plants, plus this new giant, is ample proof of 
industry’s confidence in the area. 


If you have a new plant in the thinking stage, 
you owe it to yourself to look over this area 
for your requirements. Your new plant plans 
require proof of plant site potentials!...B&O 
can supply it, with data on resources and 
markets, and superior transportation to 
serve you. We want your plant here. DESIR- 
ABLE SITES! Look them over on the ground, 
or at your desk with our new airviews plus 
3-dimensional color. Ask our man. You can 
reach him at: v 


New York 4 Digby 4-1600 
Baltimore 1  LExington 9-0400 
Pittsburgh 22 COurt 1-6220 


DUnbar 2900 
WaAbash 2-2211 


Cincinnoti 2 
Chicago 7 


Baltimore & Ohio Railroad 


Those who KNOW use B&O! 


Constantly doing things—better ! 
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this way, all Movement .. . will be 
considered as a whole. 


A steelman 
looks at steel 


of tae more steel 
than a 100 per cent 
rate... six years 





ago. 


BENJAMIN F. FAIRLESS 


Chairman of the Board, United States 
Steet Corp., before Alabama State 
Chamber of Commerce, Birmingham. 


To those of you who recall the 
recent years of steel shortage, when 
our plants were bursting at the 
seams in an effort to meet the 
emergency requirements that were 
imposed upon them, it may seem 
that an operating rate of 77 per cent 
is nothing to crow about. But in 
that connection, I should like to re- 
mind you of two things: 

First, that the steel-making ca- 
pacity of the industry has been in- 
creased enormously during the past 
few years; so by operating at 77 per 
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Machines adjust automatically to any size 
or shape, no time is lost in changing trom 
job to job. Every stack is tied with just the 
right amount of twine ... with uniform 
tightness ... and with a wrap and knot 
that are fully approved by Postmasters. 

Bunn Tying Machines pay for them- 
selves many times over. They decrease 
down-time due to absenteeism—anyone 
can operate; simple, fatigue-less operation 
increases employee efficiency and produc- 
tion; they are quickly and easily moved to 
break bottlenecks in various work areas— 
eliminate overtime pay; they reduce bun- 
dle breakage and material damage. 


B. H. Bunn Co., Dept DR-1 
7605 Vincennes Avenue, Chicago 20, Illinois 
GET THE WHOLE STORY 


Send today for this fact-packed tell-all booklet 
which illustrates the many advantages of this 
machine. There is no obligation. 


MAIL THIS COUPON NOW 

















* 


B. H. Bunn Co., Dept. DR-1 ' 
; 7605 Vincennes Ave., Chicago 20, Ill. : 
I 
j Please send me a copy of your free booklet 
1 describing the many advantages of your tying , 
t machine. , 
! i 
Name 
! i 
M 
; pany 
Address , 
{ 
; City Zone State . 
i i 
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NEW CHEVRO 


engineered and designed 
with your profit in mind! 


Everything about these new Chevrolet trucks spells profit! Their low cost, 
their stamina and dependability, even their traditionally higher resale 
value! 


COST LESS TO BEGIN WITH 


That’s right, Chevrolet brings you America’s lowest-priced line of trucks 
—so you save right from the start. The beauty of it is, you go right on 
saving! With the high compression ratio of Chevrolet’s three great 
engines, you register more miles on the job for each tankful of gas. You 
can count on fast starts; easy pulling up steep grades. You stay on schedule 
and keep the profits coming in on time! 


COST LESS TO MAINTAIN 


That’s because of the rugged strength and stamina engineered into every 
new Chevrolet truck. They stay on the job longer (actual owner reports 
prove it!), cutting your maintenance costs right to the bone. Look over 
the many advance-design features in the next column and you'll begin 
to see why. 

Your best bet is to talk trucks with your Chevrolet dealer. He’ll tell you 
all you want to know about these Chevrolet profit-makers! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 
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LET TRUCKS | 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES— The “Jobmiaster 261” 
engine* for extra heavy hauling. The “Thrift- 
master 235” or “Loadmaster 235” for light-, 
medium- and heavy-duty hauling. TRUCK 
HYDRA-MATIC TRANSMISSION* — offered on 
Y4-, %- and 1-ton models. Heavy-Duty 
SYNCHRO-MESH TRANSMISSION—for fast, 
smooth shifting. DIAPHRAGM SPRING CLUTCH 
— positive-action engagement. HYPOID REAR 
AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES—on all wheels on light- 
and medium-duty models. TWIN-ACTION REAR 
WHEEL BRAKES—on heavy-duty models. BUAL- 
SHOE PARKING BRAKE — greater holding ability 
on heavy-duty models. RIDE CONTROL SEAT* 
—eliminates back-rubbing. LARGE WUNIT- 
DESIGNED PICKUP AND PLATFORM STAKE 
BODIES — give trip-saving load space. COMFORT- 
MASTER CAB—offers greater comfort, conven- 
ience and safety. PANORAMIC WINDSHIELD — for 
increased driver vision. WIDE-BASE WHEELS — 
for increased tire mileage. BALL-GEAR STEERING 
—easier, safer handling. ADVANCE-DESIGN 
STYLING —rugged, handsome appearance. 

*Optional at extra cost. Ride Control Seat is available on all cabs af 12- and 
2-ton models, standard cabs only in other models. “Jobmaster 261” engine 


available on 2-ton models, truck Hydra-Matic transmission on \2-, Y¥4- and 
1-ton models, 
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MORAINE MAKES MANY COMPLE * 





PARTS FROM METAL POWDER 


When you examine the background print 
you note the intricate design and close tol- 
erances demanded of this metal powder part. 
Imagine the expense entailed in producing 
this part by conventional casting and ma- 
chining methods! 


Through the use of Moraine metal powder 
technique, this part is produced to precision 
standards with one press operation. The sav- 









ings in cost make a most important con- 
tribution to the over-all profit possibilities 
of products using similar parts. 


This is but one more example of what is 
being accomplished through cooperative ef- 
fort between customer and Moraine. Indus- 
tries everywhere are improving performance 
and cutting costs by sharing Moraine’s ex- 
perience with metal powder. 


moraine METAL 


.POWDER 


products sens 


DIVISION OF GENERAL MOTORS, DAYTON, OHIO 
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WHO ROBBED 
THE FILE ? :41! 


Too late, now! The damage is done, and 
some urgently needed document is gone 
— probably forever! 


A Peerless DRI-STAT photocopier is 
your best protection against file-robbing 
“thieves.”, With this truly modern office 
machine, it’s easy to make those neces- 
sary extra copies of reports, charts, let- 
ters, or work sheets you may need but 
can’t risk losing from your files. In just 
one minute per page, DRI-STAT will 
faithfully reproduce everything on the 
original—pencilled notations, half-tones, 
material printed in colored inks — in 
clear, sharp, black-and-white copies. 

Ask your Peerless Distributor to show 
you how DRI-STAT can end your file- 
robbing problem and reduce your cleri- 
cal work load. Call him for a demon- 
stration, or mail the coupon. 


PEERLESS 
bose, veil 
DRI-STAT 


ee "1 
PEERLESS PHOTO PRODUCTS, INC. ] 
Shoreham, L. !., New York DR-1 
[] Id like to see a demonstration of 
DRI-STAT on my work. 


[] Please send me your free brochure 
describing DRI-STAT. 
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cent of today’s capacity, we would 
actually get more steel than a 100 
per cent rate would have given us 
only six years ago. 

Second, I should also like to point 
out that steel plants were never in- 
tended nor designed to operate at 
100 per cent. Historically, the indus- 
try has always sought to maintain 
a substantial reserve of capacity for 
use in times of great national emer- 
gency; and at such times, it has 
been able to run at 100 per cent 
only by resorting to the uneconomic 
use of marginal facilities, materials, 
and manpower. 


Six reasons for 
buying a company 


ee 


. acquire going 
businesses at a fair 
eee 


DAVID S. MEIKLEJOHN 


Treasurer and Director, American 
Machine & Foundry Co., before Am- 
erican Management Association, New 


York City. 


It takes time to develop a position 


- aS a prime contractor and we want- 


ed more profits immediately. If we 


‘could acquire going businesses at a 


fair price, we could immediately 
add their profits to ours and up- 
grade our per share earnings. We 
set definite limitations on the com- 
panies that we would acquire. 1) ... 
We decided that any acquisition 
should serve a large and growing 
market closer to the consumer than 
the markets we already served. 
2) ... Any new acquisition should 
be a well managed company and 
the management should be willing 
to stay with us after acquisition. We 
were not interested in buying sick 
companies with the hope of putting 
them on their feet. 3) ... We want- 
ed only companies that had demon- 
strated their ability to operate prof- 
itably in normal peacetime periods. 
4) ... We were not interested in 
acquiring companies that needed 
cash. We decided that we would 
not acquire a cornpany unless it was 
adequately financed for at least its 
present level of operations, and we 
would be particularly interested in 
a company that had surplus cash. 
For the same reason, we decided 
that we would buy companies for 
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Safer, Faster Welding 
with this Double Line Hose 


Kinks and tangles in the oxygen and acetylene feed lines are 
more than an annoyance to the welder, they are a hazard. 
They can slow up the work, and they can spell danger. 

That’s why we developed this Tu-Line welding hose... 
for extra speed, safety and savings in welding. The red 
acetylene and green oxygen lines are firmly bonded together 
with a web of tough rubber .. . for maximum handling con- 
venience and minimum fouling. 

We also manufacture a complete line of industrial rubber 
products: belting, hose, packing and moulded rubber of 
every construction for every need. Through your Quaker 
and Quaker Pioneer distributor our research and engineer- 
ing services are always ready to help you solve any industrial 
rubber problem. 

Write for free folder and name of nearest distributor. 


HK Philadelphia 24, Pennsylvania 
g 


‘SEES §=6QUAKER PIONEER RUBBER MILLS 


OF ruttseveen San Francisco 7, California 


QUAKER RUBBER CORPORATION 





63 


i+ 


Office folding machine 
little larger than 
a typewriter... 
& costs less! 


@ This Pitney-Bowes Folding Machine 
will save any office the hours now spent 
in costly hand folding—will free your 
girls for more important jobs. Costing 
less than a typewriter, it quickly pays 
for itself in even a small office. 













@ The FH, electrically driven, with 
semi-automatic feed, is fast and 
accurate. It can make two folds 
at once—and double-fold letter 
sheets up to 5,000 per hour! 
(Automatic feed optional at 
slight extra cost.) Even folds 
sheets stapled together. 


handles paper from 3x3 to 8% x 14 
inches in a wide range of weights and 
finishes. And you can set it for any job 
in only a few seconds—by simply mov- 
ing two knobs to adjust for the wanted 
fold widths...easy as tuning your TV! 


The little 
semi-automatic 
Model FH can 
double-fold 5,000 
sheets an hour! 


@ Call your nearest Pitney-Bowes office 
for a Or send the 
coupon for free illustrated booklet. 


demonstration. 





The larger, fully 


automatic, FM SS 4 
folds up to SSS 


_— 
== ) 
. wr 
19,000 sheets ~>— 






per hour. 
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Move indicator knobs to widths wanted 
... And it’s ready to go! 


= PITNEY-BOWES 


PrtNeEY-Bowes, INC. 
| 1532 Pacific St., Stamford, Conn. 





| Send free booklet on 
| Folding Machines to: 





Folding Machines 





| Name 
Made by Pitney-Bowes, Inc. ... originators | Firm 
of the postage meter ...94 branch offices, 
with service in 259 cities in U. S. and Canada. » Address 
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stock rather than cash. 5) ... We 
were not interested in issuing stock 
for a company unless there was a 
reasonable expectation that the new 
acquisition would earn considerably 
more per share on the AMF stock 
that we gave them than AMF was 
currently earning. This usually 
meant that our purchase price 
should be not more than four to five 
years average earnings of the ac- 
quired company. 6) .. . We felt 
that any company we acquired 
should hold an important position 
in the field it served, and that feld 
should hold a reasonable hope of 
expansion in the future. This seems 
like asking a lot, but we had a lot 
to offer in exchange. 


Penny wise, 


pound foolish? 


“There is a limit 
to what money can 
go.” 


HENRY C. ALEXANDER 


President, ]. P. Morgan & Co., Inc., 
before Investment Bankers Associa- 
tion of America, New York Group, 
New York. 





Let us not rely on the false hope 
that more and more money at 
cheaper and cheaper rates will car- 
ry us forward against all odds. 
There is a limit to what money can 
do. The money climate has been 
made favorable for agriculture, 
commerce, and industry. I approve 
of what has been done; in fact, | 
advocated it. But at the same time, 
I warn against the dangers of an 
overabundance of money. Money 
will always find an outlet as surely 
as the sun will rise in the East. 

If there is more money about 
than the forces of production are 
willing to use, it will find its outlet 
not in making jobs, not in making 
employment for the unemployed 
—it will find its outlet in inflation, 
in speculation, in stock prices, in 
the non-productive shuttling of 
goods from one hand to another at 
higher and higher prices without 
adding to real wealth. 

There are limits beyond which it 
is better not to go with money. Too 
much money, too cheap, like the 
love of money, can be the root of 
much evil. 


SSS Bees. Miers 





An important new Schmieg develop- 
ment to wash hazardous dust and 
fumes from the air in a rotating torrent 
of water, combining the cyclonic 
principle of dust separation and posi- 
tive high pressure water action. 


Available 
in Two Types 


1. For wet col- 
lection and 
elimination 
only. 

2. For primary 


rs 
















elimination, 
with built-in 


dry type pre- 
cleaner. 





Just a few of many reasons why a new 
Centri-Merge unit is your bes? investment 
in operating efficiency and economy: 


e Low ratio of power to rated capacity e 
High ratio of water circulated to air 
volume handled « Independently driven 
low speed rotor and fan permit adjust- 
ments to load and operating conditions e 
No slots or nozzles to restrict water 
action « Automatic liquid level control e 
Optional location of air inlet arm « Ma- 
terial disposal by drag conveyor, hopper 
tank skim-off or manual clean-out « Easy 
access to clean-out doors for cleaning 
while unit is in operation e Bearings 
located out of liquid, fully enclosed, 
lubricated from outside. 


Write or phone for Bulletin VU 8-53, des- 
cribing the new Vertical Rotor Units. 
Then consult with Schmieg engineers to 
plan a Centri-Merge installation for max- 
imum dust and fume collection and elim- 
ination efficiency in your plant. 
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...now you can 
the world’s foremost duplicating system 
for as low as 7.50 a month 


. -. rent one, a dozen or more OLD TOWN Inkless Duplicators. Install 
a complete, modern duplicating system — with no capital investment. 


© 30-DAY FREE TRIAL ... in your own office, prove for yourself how 
an OLD TOWN duplicator cuts paper work. You’ll discover dozens 
of time-saving, money-saving uses — from sales letters, bulletins and 
reports to simplified billing and control systems. 


e TRADE IN YOUR OLD MACHINE. . . that oid-fashioned “smudge pot” 
is worth money — trade it in on the new OLD TOWN Duplicator. 


And this is OLD TOWN’s modern master- 
piece of precision engineering... the 
most advanced, versatile and accurate 
Duplicating Machine ever made. Makes 
all the copies you need of everything you 
can type, write or draw in 1 to 6 colors. 


World’s foremost maker of carbons, ribbons, duplicators and supplies 


RENT 


get the details 
on this deal—— 
mail the coupon now! 


Old Town Corporation, Dept. DR-1 
345 Madison Avenue, New York 17, N. Y. 


Please send me information on the OLD TOWN Inkless 
Duplicator, including 30-day free trial, rental and trade-in. 
Present duplicator is 


] You may arrange a FREE Trial 
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Attention 





Address 





City Zone State 








- I the, Negeil f Hiieoie ea 4s ner: Mi axieosane 
mam Se gy, Petey hn fas viakdrees tate ‘dees as a P 


1 RETO ree 




































































z fh» Sie ; ¥ ——— 
¢ "og r ‘ ~ 
a als | , | ie ee. 
eae fa 8 | RRR 
Gg eae ty f\ 
eee \ / | 
€ " ' 
7 ) 4 ; j s ; | 
pots | 1 

> j | 

j i 

| : 

; 

’ 

/ 

i 

iy 

‘ } 

' 

{ i 

| 

' 

; 

i 

i 

: 

i 

’ 

4 

; 








agente Ne ee etna tng mnt 






































St 
wiv 


_. what's behind the plans behind the plant? 
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Fat your plant may well hold the key to its future success. | It is a process in which Ebasco can help you both prdé¢tically and 
Kel. diste your new plant from) the planning stage to blyeprints, _ economically. Ebasco’s half-century of experience dncompasses 
through ‘censtruction, and finally into successful operation, is.a ~ the complete engineering and construction, of more than. two 

“complicated process. |t involves such jcgnsiderations as site Id@a-. billion) dollars of new plants, large and: small,’in) this country and 


tion, scientific space planning, new production techniques and re-. around the world. This:is the experience behind the plans of every 


ai! 
Guirements, design flexibility for futuré expansion, adaptability to new plant Ebasco builds. 
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“The Inside Story C2, | 


| 5 Outside Help’ — NEW YORK - CHICAGO . DALLAS . PORTLAND, ORE. . WASHINGTON. D.C. E i 
} | telis the story of Ebasco and ibs | | 7) 
services. Foro ‘copy, write . | Appraisal * Budget » Business Studies * Cohsulting Engineering . a 

F Ebasco Services Incorporated, 3 Design & el skaectim alee ° Financial e industria! Relations e Inspection o 





: es Rector Street, New York 6, N.Y | & Expediting. * Insurance, Pensions & Safety ¢ Purchasing « Rates 
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New Westinghouse Electric Appliance plant in Columbus, Ohio, is largest 
ever built by company. Built on a 305-acre plot, the plant covers two 
million square feet of ground, includes office wing and other buildings. 





PHOTSO 


VISIT 











Fr EE-FLOWING production and assembly lines was the 
goal of Westinghouse Electric Corporation when they decided to construct 
their new electric appliance plant in Columbus, Ohio. Need for the plant 
arose when increased sales and added products began to tax the facilities 
of their Mansfield, Ohio, operations. Started in 1952, Columbus was pro- 
ducing refrigerators on a modest scale by November 1953, and was officially 
opened in September 1954, Freezers and other products are to be added later. 
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In shearing room the sheet steel, delivered from receiving department by 
10-ton overhead cranes, is cut into all ata sizes. In the background 
are the large 650-ton double ram presses for forming refrigerator doors. 


Expandin g Production b yy 
Extendin oe & [ficiency 


In the modern, low, one-story-type building (almost half-a-mile long) 
wide application has been made of techniques for getting material to and 
from work stations with the greatest ease and ethciency. Wide manufactur- 
ing aisles, conveyors of all types, electric trucks, overhead cranes, and other 
materials-handling equipment aid in-plant transportation. 

On this and the following pages, we follow the operations from initial 


production step to final shipping area. 


Shown here are two of the 51 separate conveyor systems that carry materia! 
over a distance of 27 miles. Door-shells pass through metal! polishing oper- 


ations before overhead conveyor takes them to metal treatment processing. 
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EXPANDING PRODUCTION 





Continued 









































Beginning as a flat sheet of steel, cabinet-shell is notched, pierced, in 
one operation, and flange-rolled on machine in foreground in second oper- 
ation. Roller extension carries form to tangent bender in background. 





No matter where it's bound 
SHIP IT WIREBOUND! 
and Slash Damage Claims 


SETTER 
f, (STACKING If damage claims are giving you trouble... 
| look into Wirebound Boxes or Crates. 
Wirebounds give your product better 
protection because they are tailor-made for 





srabeyew qed amiga arse steal On longest (4,500-foot) overhead conveyor in plant, door- and cabinet- 
wood construction absorbs jars and jolts — shells pass through paint-spraying booth. No masks are needed here— 
? forced-air ventilation carries excess paint back to falling sheet of water. 


protects without adding costly weight. 
No matter what your product’s size, shape 
or weight, Wirebound design flexibility 
provides countless combinations that will 
carry the most difficult loads. So, if you 
want to slash darnage claims and assure 
safe arrival — be sure to ship Wirebound. 
: . Get the whole safety-in-shipping story 
“REDUCED from a Wirebound Sales Engineer. 


WEIGHT 
; MAIL THIS COUPON Now £ 











WIRESOUND BOX MANUFACTURERS ASSOCIATION 
Room 1151 327 South La Salle Street, Chicago, Illinois 


|-)] Have a sales engineer give me the whole story 
(_] Send me a copy of What to Expect from Wirebounds”’ 











City, Zone and State 








While machines do the major part of the work here, the human element 
must still be used for feeding some of them. Here operator places top and 
bottom pieces and skirts of food compartments in six-wheel seam welder. 
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Get full figuring “AUTOMATION with 


New MONRO=:MATIC 


Still Another 
New MONROE! 


Here’s another completely new Monroe—the very latest 
in fully automatic calculators. 





Take zeros for example, or decimals, just two of the 
many exclusive automatic features of the new Monroe 
Simplex 8N. Both flow automatically! Or, simply touch 
a single key to square a number automatically! Multi- 
plication, division, addition, and subtraction...all your 
figuring work is turned out easily and with lightning speed, 
because it’s done automatically. And, after each problem 
the carriage automatically positions itself for the next one! 


Yet, the Monroe Simplex 8N is simplicity itself. Its 
single keyboard means more figures can be set with less 
motion. Cuts hours of figuring time to minutes. And with 
Automation doing most of the work, the operator by- 
passes hundreds of extra steps and intermediate operations. 

Your Man from Monroe will explain how to get the most 
out of Automation. Let him show you how this new 8N 
Monro*Matic flies through your figure work. He’s listed 
in your local classified telephone directory. Monroe 
Calculating Machine Company, Inc., Orange, New Jersey. 


OPERATORS WHO KNOW... PREFER M O N RO E CALCULATING, ADDING, ACCOUNTING MACHINES 


R:' N 


JANUAR 





ESSO STANDARD OIL COMPANY has been operating a semi-automatic 
loading and unloading system that is capable of pumping a record-breaking 
100,000 barrels of heating oil or gasoline every five hours between the Bayway 
Refinery and the new Rahway River Tank Field in Linden, New Jersey, 


approximately four miles away. 


The project consisted of 18 seasonal storage tanks, each having a capacity 
of 150,000 barrels; a giant 30-inch above ground pipeline which stretches over 
two and a half miles; a network of thousands of feet of smaller inter-con- 
necting pipeline; and a centralized control house that permits loading and 
unloading operations to be carried out through the use of a push-button 
instrument panel. Other facilities included a 5000 barrel capacity comingled 
products tank, pumps, and 4 product-shipping pumps. With the exception 
of tankage, the project was designed, engineered, and constructed by The 


Kuljian Corporation. 


The pipeline, control system, and tank field are now a functional monument 
to teamwork and production in the petroleum industry. 


If you are planning to expand, modernize or replace your present plant facili- 
ties, The Kuljian Corporation welcomes the opportunity to work with you. 
Experienced Kuljian engineers are prepared to discuss your requirements from 
preliminary design to production. Why not call or write us today? 


he buljian loyowalton 


engineers -« constructors 
1200 North Broad Street e Philadeiphia 21, Penna. 


MEXICO CITY « CARACAS *« BOGOTA « MADRID « ATHENS « BEIRUT « TOKYO « CALCUTTA « RANGOON 
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EXPANDING PRODUCTION 


Continued 
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Once food compartments are attached to the outstretched tentacles of this 
pickling centipede, they go through a continuous process that removes 
oils, greases, and metallic filings, coats them with nickel, and dries them. 








Shelving on lower conveyor brings = glass wool insulation and small 
accessories to assembly line. Each basket carries material for one refrig- 
erator. In foreground, cabinet-shells have welds sealed, insulation added. 


Motors, condensers, and evaporators, fabricated and assembled in another 
section of the plant, arrive by overhead conveyor at final assembly line. 
Motor-driven floor conveyor carries refrigerators through the assembly. 





COPY ANYTHING | 


EASIEST WAY EVER! 


Now get instant 
photocopies of 
anything written, 
printed, typed, 
drawn or photo- 
graphed right in 
your own office. 
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; comes the 
One Machine Does It All _ our i 


Yes— now a dry photocopy from any original in less than 45 seconds 
without any additional equipment. The Apeco Systematic Auto-Stat 
prints, processes and dries automatically . . . copies are ready for instant 
use. It saves up to 80% on copying jobs. Eliminates costly re-typing, 
hand copying, checking or expensive outside copying service. It’s fast — 
only 2 steps will make legally accepted prints from any original up to 


11 x 17 inches — printed on one or two sides. 


SO LOW COST NO DEVELOPING NO FIXING 
A complete Apeco Systematic Auto-Stat installation is priced well within NO WASHING NO DRYING 


the budget of even the smallest firms. Remarkably low operation cost, too! 


NO TRAYS NO DARK ROOM 


~ 


AMERICAN PHOTOCOPY EQUIPMENT CO. (Dept. DR 15) 
1920 West Peterson Avenue 

Chicago 26, Illinois 

Rush me, without obligation, your free book on new 
Apeco Systematic Auto-Stat copying. I understand this 


factual report will show me how I can increase the effi- 
ciency of my business, speed work output. 


have you read 
this NEW 
Mail this BOOK? 


postage paid Air Mail 
Card for 


FREE BOOK 


(See other side) 


Name 
Firm 
Address 


City State 


in Canada: Apeco of Canada, Ltd., 134 Park Lawn Rd., Toronto, Ont 
AMERICAN PHOTOCOPY EQUIPMENT CO. 
CHICAGO 26, ILL. 
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all-purpose 
copy maker? 


New All Electric 
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easiest way ever 


a : Your free copy of this new book is jammed- tive, factual report on this important new 
packed with pictures and details about this copying invention. When you reed this in- 
revolutionary new copying method. Tells teresting booklet, you will find out how 
what Apeco Systematic Auto-Stat copies you can save time and money by speeding 
are, what you can copy and how you cans production, by cutting costly office paper 
use Auto-Stat copies in your business. You, work, by expediting shipping and receiv- 
as well as every executive member of your ing and hundreds of other ways to increase 
staff, should read this worthwhile, informa- the efficiency of your business. 


FIRST CLASS 


Permit No. 26670 
(Sec. 34.9 P.L.&R.) 


Chicago 26, Hl. 
Via Air Mail 
>VUStingess REPLY- CAR O 


No postage stamp necessary if mailed in the United States 


3¢ — Postage will he paid by — 


AMERICAN PHOTOCOPY EQUIPMENT CO. 


1920 W. Peterson Ave. 
Chicago 26, Ill. 
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EXPANDING PRODUCTION 





Continued 





Still on floor conveyor, refrigerators are inspected, crated, and shunted to 
belt conveyors leading into automatic elevator for transfer to warehouse 
and shipping department. Elevator is timed to take two crates a trip. 








Acting like miniature railroads with junction points, sidings, and switch- 
ing sections, a motor-driven roller conveyor carries crates to designated 
sections of warehouse. Two railroad sidings inside hold nineteen cars each. 









AMERICAN 


Walter Reed Army Hospital 
Walter Reed Hospital in 
Washington, D. C., is filing 
microfilmed medical case 
histories of service personnel in 
Filmsor: Jacket cards, using a 
total of nearly 90,000 Filmsort 
Jackets. This is one of the first 
hospitals in the United States 
to maintain a current case 
history file in unitized microfilm 
form. Walter Reed Hospital 
uses the portable Filmsort 
Inspector viewer for reference 
to these thousands of micro- 
filmed case histories. 


DISTINGUISHED 






LEADERSHIP 


























Eaton Manufacturing Company 
This large manufacturer of 
automotive and aircraft parts, is 
now using close to 450,000 
Filmsort Aperture cards for 
filing engineering drawings. 
Microfilmed drawings are 
mounted in 3 x 5” snap-out 
cards, processed by Filmsort. 
Information as to drawing 
number, roll number, size and 
other pertinent facts are 
recorded on the face of the 

card for easy filing and con- 
venient reference. 




















Department of Agriculture 
The Meat Inspection Branch of 
the U. S. Department of 
Agriculture maintains an active 
Filmsort file of over 250,000 
meat labels used throughout 
the United States. Microfilmed 
copies of labels are mounted in 
Filmsort Aperture cards, coded 
and punched for electric ac- 
counting machine sorting. 

For reference, the Department 
of Agriculture uses portable 
desk-top Filmsort 

Inspector viewers. 


USE FILMSORT FOR 


Everywhere, companies distinguished for pro- 
gressive leadership are turning to Filmsort for 
their records keeping. First in the field of 
unitized microfilm, Filmsort offers unex- 
celled savings of space and time, as well as 
increased efficiency, through the combination 
of microfilm with established card filing sys- 
tems. Filmsort tailors the system to fit the 
need. Let us tell you how Filmsort can 
work for you. 











GOVERNMENT 


YOUR VITAL RECORDS 





For free booklet “New Horizons with Microfilm” write: 


FILMSORT DIVISION, Dexter Foider Company 
Department D, Pearl River, N. Y. 

Name 

Firm Name 

Address 


City State 


* 
PEARL RIVER e msort NEW YORK 
® 


DIVISION OF DEXTER FOLDER COMPANY 
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TION IS A 


ol EMPLOYMENT FLUCTUA- 


PROBLEM FACED BY EMPLOYER AND EM 


PLOY EE. MAN AGEMENT MAY ENGENDER ILL-“WILL BY 


A PARTIAL 
TO GET BY 


SHUT-DOWN AND EMPLOYEES ARE FORCED 


LESS DURING THE SHUT-DOWN TIME. 


ALTHOUGH MANY MANAGEMENTS HAVE TAKEN STEPS 


TOWARD FULL 
NOT YET BEEN 


ANNUAL EMPLOYMENT, THE GOAL HAS 


REACHED, MAY NEVER BE REACHED. 


But HERE IS WHAT ONE COMPANY HAS DISCOVERED 
AND WHAT IT IS ATTEMPTING TO DO. 
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EMPLOYMENT STABILIZATION 


JOHN L. McCAFFERY 


President, International Harvester Company 


For MORE than 20 years now, 
the American people have been fascinated by the 
idea of stability as a general social goal. 

This interest is a natural one. Most of us who 
now hold responsible jobs in industry, finance, 
labor, and government lived through the great 
depression. We were horrified by the hardships 
we saw or experienced then, hardships created 
by radical changes of prices, employment, and 
incomes. We want to do everything in our power 
to prevent another disaster of that kind. 

So we have probably done more talking, and 
more thinking, and undertaken more hopeful 
experiments related to the ideal of stabilization 
than any other generation since the beginning of 
the Industrial Revolution, two centuries ago. 

While we have been concerned about stability 
as a general goal—and mostly with praiseworthy 
motives—it remains true that people are peo- 
ple, and therefore to some degree inconsistent 
and selfish. 

Our friends in the labor unions, for example, 
have been greatly concerned about stabilization 
of income for employees, but their interest in 
stabilization of income for share-owners—who 
are frequently the same people—approaches ab- 
solute zero. 

Business men are greatly interested in the 
stability of prices and costs; that is to say, their 
prices and costs. As to their suppliers, they take 
a somewhat different view. Many government 


officials, judging by their actions, have certainly 
had a strong interest in stabilizing taxation and 
spending. 

Yet all these groups—so concerned with sta- 
bility—are always hopeful that the prices of pork 
chops, television sets, automobiles, clothing, and 
other items will somehow go down. 

[t seems to be an almost universal truth that 
men are interested in stability only in their ca- 
pacity as sellers and never in their capacity as 
buyers. 

The one exception to this rule is our common 
interest in the stabilization of employment, be 
cause we all understand that it is to our own 
interest—whatever our occupations may be— 
that as many other people as possible be gain- 
fully employed. In this respect, we are all for one 
and one for all. 

This unity is sometimes confused by discus- 
sions of such topics as the guaranteed annual 
wage. [he guaranteed annual wage idea is an at- 
tempt to achieve stability of income for a cer- 
tain group of workérs. It is related to, but 
far from being identieal with, stability of em 
ployment. 

Obviously, if we could achieve stability ot 
employment on a wide and general scale, the 
problem of the guaranteed annual wage would 
automatically disappear, because stability of in- 
come must follow stability of employment. It 
is far from being certain, however, that the 
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reverse is true, and that stability of employ- 
ment will result as a consequence of stability 
of income. That doubt is what a large part of 
the argument is about. 

All this is preliminary to saying that I am 
not going to discuss the guaranteed annual wage. 
I will talk a little about the basic problem of 
stabilizing employment. I have no over-all solu- 
tion for this problem, and I will not attempt to 
offer an analysis of it as it affects the nation. 

However, I will try to illustrate from my own 
business some of the attempts made and some of 
the obstacles met in trying to grope our Way 
toward more stable employment. Consider this, 
if you like, as in the nature of a case history. 
I must admit at the outset that it is not the his- 
tory of an outstanding success. Neither, | hope, 
is it the history of a complete failure. 

The Harvester Company began its existence 
many years ago as a farm implement manutfac- 
turer. It would be hard for anyone to find an in- 
dustry more naturally seasonal, more subject to 
ups and downs, than this business. 

To illustrate the point, the typical farm im- 
plement plant of 70 or 80 years ago was a small 
factory in a small town. It made one or two 
products, perhaps a grain binder and a grain 
drill, or some such machines. It began produc- 
tion in the Fall and worked through the Winter, 
making and shipping machines. When Spring 
came, the plant shut down and stayed shut down 
until the following Fall. 

The employees were not factory workers by 
profession and probably never thought of them- 
selves as such. They were predominantly farmers 
and tarm boys from the neighborhood of the 
plant. When the farm season ended with the Fall 
harvest, they went to work in the plant. When it 
came time for Spring plowing, the plant closed 
down and they all went back to their farms for 
the Summer. 

That is the background trom which our com- 
pany came. It did not result from any callousness 
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on the part of farm implement manufacturers. 
It was just the natural state of a highly sea- 
sonal industry. 

In recent years, as business people have talked 
about the problem of stabilizing employment, 
one of the suggestions that has been most often 
made and most widely adopted in industry has 
been to diversify the line of products. 

Our company has done a great deal of that, to 
the point where we are now engaged in at least 
six different industries. The later developments 
of this sort have represented conscious planning 
on our part. But I must say, as a matter of 
honesty, that the earlier developments were 
probably undertaken with no thought of sta- 
bilized employment in mind. 


Diversification Started 


Originally, all farm implements were animal- 
powered. But starting about 1908 we entered 
into the manufacture of farm tractors and, at 
about the same time, we began the manufacture 
of motor trucks which: were originally sold al- 
most entirely to farmers. We were already en- 
gaged in two other industries—the cordage in- 
dustry, through the manufacture of binder twine 
(and now baler twine), and the steel industry 
through our possession of a medium-sized steel 
mill in Chicago which sells a part of its output 
to Harvester and the rest on the open market, 
in varying proportions. 

Almost 20 years ago we began to get into the 
industrial power field, through the manutacture 
of crawler-type tractors and Diesel engines, and 
that line has now broadened out to become a 
full line of earth-moving and construction 
equipment. 

Leveling out the peaks and valleys of seasonal employ- 
ment fluctuation so that the economic year runs smoothly 


from one end to the other may seem a Utopian objectwe, 


but great pressure 1s being brought to bear for such an 
accomplishment. Seasonal lay-offs have indirect effects 
on many other industries, too. The goal is in sight but 
there are many obstacles to overcome. 


We began in a small way in refrigeration in 
the middle 1930’s, manufacturing milk coolers 
for the dairy farmer. Immediately after World 
War II we voluntarily dove into the highly com- 
petitive refrigeration industry, and we now 
make a line of home freezers, household refrig- 
erators, air-conditioners, and dehumidifers. 

The result of all this has been that, while the 
farm market is still the backbone of our busi- 
ness, we no longer rely on it exclusively and 
many of our products find their chief sales in 
the urban market. Our sales in the urban mar- 
ket alone, during 1954, probably exceeded in 
dollar volume the total sales of the company 
for any year before 1942. 

What has been the consequence of all this di- 
versification in terms of stabilizing employ- 
ment? Frankly, I don’t know. I can see how it 
has stabilized sales and income for the company. 
I can see that it has created many more jobs than 
used to exist in Harvester. It has expanded our 
products, our usefulness, and our employment. 
It has probably had some helpful effect on 
stabilizing employment but I can’t trace that 
effect and prove it. 

If all our products were made in one plant, | 
am sure diversification would have helped great- 
ly toward stability. But since our products are 
made in more than 20 plants, I consider it du 
bious. When the farm tractor market goes into 
a swoon, as it did in late 1953 and much of 
1954, the employee in a tractor plant is not 
stabilized much because other employees in, say, 
the Refrigeration Division are at work on a 
relatively full schedule. 

This idea of diversification led us, however, 
to another idea applicable to a multiplant com- 
pany, which does work. This is what we call the 
principle of product balancing. By that, we 
mean simply that we try to put into a given 
plant the products which will give a year-round 
schedule of reasonably even employment. 

Continued on page 65 
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Dealer-Distributor Protection Plan, devised by V-P E. A. Tracey (above checking returns) of Mitchell Manufacturing 
Company, pays dealers for unsold air-conditioning units at end of season from fund set aside by company during year. 


FINANCIAL TECHNIQUES fap new markets 


A fast-growing economy 1s creating a new kind of market. Here’s 


how compantes are capitalizing on prospects with little capital, 


Your machine has an applica- 
tion we can use, but we can’t fit it into the 
budget this year. Maybe next year. . . .” 

“Sure, I'd like to stock your full line, and 
I know I ought to, but where is the cash coming 
from? I can’t ask my bank for more credit right 
now. 

“The market is 85 per cent saturated and I’m 
losing my shirt on trade-ins. 

There is not a how-to-sell book on the market 
that tells a manufacturer how to overcome such 
basic objections as these. The answers lay in a 
broader sales approach. There is a large potential 
market which includes manufacturing com- 
panies, distributors, dealers, and retail customers 
with three common characteristics: a good credit 
rating, sympathy toward your product, un- 
willingness to pay cash on the _barrelhead. 
If you want these extra sales, you must overhaul 
your basic selling policies to bring a large market 
segment in under your umbrella. Here is how a 
number of companies in industries ranging from 
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JAMES kK. BLAKE 


Marketing Editor 


appliances to heavy machinery are doing it. It is 
a deepening trend. 

Early last year the Philco Corporation began 
financing inventory for its distributors. Philco 
invested up to $5 million in common stock and 
other capital funds of Philco Finance Corpora- 
tion to start the ball rolling. In addition to capi- 
tal investment, the corporation established lines 
of bank credit for its distributors. Major object: 
to release distributors’ own capital to finance in- 
creased sales of Philco products, particularly air- 
conditioning equipment. 

Also last year, Philco expanded dealer whole- 
sale and retail finance plans. Their new arrange- 
ment with Commercial Credit Corporation was 
designed to give more of their dealers a depend- 
able source of discount for their retail paper 
plus giving the dealers a head start on more 
liberal wholesale financing. 

What exactly are the advantages of a manu- 
facturer-owned finance company? C. R. Brogan, 
vice-president of Refrigeration Discount Corpo- 


ration’ (American Motors ( orporation ) spelled 
them out for a finance conference held by the 
American Management Association recently. 

@ A manufacturer-owned finance company is 
primarily interested in selling your product, not 
just in lending money or in promoting your com- 
petitor’s sales equally well. 

@ It is a trafhce builder because it encourages 
retail purchasers to pay their accounts at the 
retailer's store. 

@® The company gives dealers monthly reports 
on the status of customers’ accounts and mails 
promotional material to customers with good 
paying records. 

® Dealers’ profits are insured. The company 
carries life insurance On every retail customer; 
property insurance on the products in his hands; 
and property insurance on dealers’ inventory 
financed on a floor-plan deal. The retailer gets 
protection against the customer who “skips” and 
makes a profit on any repossessed merchandise. 

In addition to financing merchandise move 
ment both from factory to distributor and trom 
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To sell trade-ins, Westinghouse Electric groups one new appliance and two 
used ones into single-sales package. Higher price of the three-in-one deal 
makes the package profitable for financing by local lending institutions. 





Carbon restoration annealing furnace worth $200,000, made by Surface 
Combustion Corporation, is typical of large equipment being sold on the in- 
stallment plan to the growing market unwilling to dip into its capital. 





distributor to dealer, the distributor receives: 

® Information regarding sales by models at 
the retail level, which helps pinpoint distributor 
buying requirements. 

® Close liaison and advice on new dealers and 
development of existing dealers. 

® Special terms to move slow-moving mer- 
chandise. 

Plusses to the manufacturer are these: 

@ All financing arrangements are co-ordinated 
closely with his advertising and sales programs. 

® Accurate weekly records show merchandise 
movement by model in all sections of the coun- 
try—a valuable tool in production forecasting. 

®@ Similar records at the wholesale level and 
an accurate inventory of models being floor- 
planned by dealers provided on a monthly basis 
are also significant forecasting devices. 

Vice-President Brogan points out that these 
sales-making services do not cost the parent 
company a penny. His goal is 10 per cent net on 
investment after taxes. 

As those two examples suggest, there is consid- 
erable variety of means in shoring up distributor 
and dealer financing in the push for extra sales. 
Philco used two—its own financing subsidiary 
tor movement of goods to distributors and an 
outside financing company for its retailers and 
their customers. The Kelvinator Division of 
American Motors uses a subsidiary to handle 
complete financing from factory to retail cus- 
tomer. But this is just the beginning of the wide 
variety of techniques being’ used. 

Chrysler Corporation, as part of its program 
to upgrade and strengthen its dealers, last Spring 
inaugurated a Dealer Enterprise Plan. On any 
one of the following situations the plan can go 
into action: 

1. When a qualified prospective dealer should 
establish a new dealership in a market of sufh- 
cient sales potential or when he should succeed 
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a retiring dealer, but hasn’t adequate capital. 

2. Where it is desirable for a dealer to buy 
out inactive partners. 

3. Where a successful dealership needs addi- 
tional capital to expand operations. 

Under the plan, the prospective dealer in- 
vests a minimum of 25 per cent (but a maximum 
of his available investment capital) in a new 
dealership corporation. The dealer receives $100 
par value common and Chrysler, which invests 
remaining capital needed, receives $100 par pre- 
ferred stock. The dealer repays Chrysler from 
his earnings and Chrysler has sole voting rights 
until the stock is retired. As President and Gen- 
eral Manager of the corporation, the dealer “is 
paid an appropriate salary.” 

The dealer, in addition, receives 25 per cent 
of operating profits as a bonus, but he must 
use at least half of it to buy back Chrysler’s 
preferred at par. He must also buy and retire 
each year preferred shares at par in amounts 
equal to the earnings retained in the business. 

One of the most unique plans is Mitchell 
Manufacturing Company’s Dealer-Distributor 
Protection Plan. Its basic objective is to increase 
sales of air-conditioning units to dealers and 
distributors, many of whom are unwilling to 
carry a normally full stock because of the cur- 
rently seasonal nature of the selling season and 
the strong climatic influence on sales. Here's 
how it works: 

For each unit shipped to dealers and distribu- 
tors between November and August, the com- 
pany creates from its own funds a reserve of 
$3 per unit. As of September 15, the company 
obtains from its dealers the number of units un- 
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sold at the close of business that day. Then, t 
reserve is divided by the number of unsold units. 
The dealer receives an amount equal to the unit 
share of the reserve multiplied by the number of 


unsold units he has in stock. Last Fall, a melon 
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of $365,000 was cut up among 2,700 dealers and 
distributors. 

Westinghouse Electric Corporation offers a 
trio of financing plans designed to give banks 
and other lending institutions additional pro- 
tection so that, in turn, Westinghouse dealers 
can work out their lines of credit in a more con- 
genial atmosphere. 

Plan I is offered to a lending institution that 
wants maximum protection from the manufac- 
turer and, reciprocally, is willing to earmark 
the dealer’s inventory credit line exclusively 
for the purchase of Westinghouse merchandise. 
Westinghouse then agrees to pay 90 per cent of 
the lending company’s losses due to practically 
every conceivable event for which the dealer, 
distributor, or employees are responsible short 
of “war, invasion, civil war, rebellion, nationall- 
zation, or confiscation. .’ For losses due to 
physical damages by natural causes (fire, ex- 
plosion, lighning, and so on) the corporation re- 
pays 100 per cent. 

Plan II offers protection not quite so broad, 
but still gives lending institutions extra protec- 
tion. It specifies (its principal feature) that the 
distributor will repurchase any merchandise that 
has been repossessed at a price equal to the bal- 
ance remaining on the loan, plus a specified sum 
for expenses. 

Plan III is primarily for those institutions 
that shy away from the technical aspects of 
floor-plan financing and prefer to make ordinary 
commercial loans. It is similar to Plan II. One 
key difference is that it is up to the lender to see 
to it that the distributor was paid the full 
amount of the loan and the merchandise to be 
repurchased was originally bought from the pro- 
ceeds of the loan. 

To date, over 4,500 banks and credit agencies 
are providing financing under these plans. 

In addition to its own credit corporation, cre- 
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ated last year to supplement the plans above, 
Westinghouse pulled a switch on its “predating 
plan.” Under the plan a distributor places an 
order one month and pays for it months later. 
This is a standard pre-Christmas incentive tactic, 
but in 1954, Westinghouse began using it early 
in the year to gently prod distributors into 
stocking more desirable inventory levels. 


Predating and Trade-ins 

Ekco Products Company also uses a predating 
plan. It is augmented, however, with specials 
called “Bonus Bundles” or “Bakers’ Dozens,” 
which gives the distributors a stronger package 
to offer dealers. Dealers and distributors who 
buy a certain number of bonus items are per- 
mitted to buy an additional item at a special 
reduced price, all predated, of course. 

In the consumer hard-goods and in the indus- 
trial equipment industries one of the fast-emer- 
ging problems combines market saturation and 
trade-ins. In late 1951 a Westinghouse survey 
showed, for instance, that 40 per cent of new 
refrigerator sales involved trade-ins. The fig- 
ure is much higher now. The problems of the 
trade—and they are equally valid for most hard- 
goods industries—were these: improperly cal- 
culated trade-in allowances; improper recondi- 
tioning; too little sales effort behind used mer- 
chandise and lack of real information on the 
used-appliance market. The Westinghouse at- 
tack began in 1952 with pinpointed researched 
material covering appraising, reconditioning, 
displaying, advertising, finding and selling the 
market for refrigerators. In 1953 the plan was ex- 
panded to cover all three of the high-saturation 
white appliances—refrigerators, ranges, washers. 
Sales of the instruction packages to distributors 
over these two years ran to more than 3,800. 

Last year, a new twist evolved out of the 
trade-in sales program. Sales management devel- 
oped a “Newlywed Special” plan—a combina- 
tion offer the dealer makes to prospects. He of- 
ters one new major appliance and two used ap- 
pliances in a package. The benefits work out to 
these: 

1. Extra profit on trade-ins. 

2. A new class of customers coming into the 
store. 

3. A used-appliance customer soon becomes a 
prospect for a new-appliance sale. 

4. The package deal makes the price of trade- 
in appliances high enough to make the paper 
attractive to the bank for financing. 

In the industrial-equipment field, there is a 
similar trend toward definite policies on trade- 
ins and rebuilds, rather than the former “each 
deal on its own merits” operating policies. The 
Norton Company, Worcester, Mass., announced 
last month that it is expanding rebuilding oper- 
ations and has determined a list of thirteen ma- 
chines which it will rebuild for a firm price of 
45 per cent of the price of a similar new machine 
with the same equipment. 

Norton is willing now to accept trade-ins on a 
“limited number of readily salable machines.” 
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Finally, the company is considering plans for 
time payments on new machines and is prepar- 
ing to lease certain standard models. 

Lewis-Shepard Products, Inc., of Watertown, 
Mass., is another company to formalize its trade- 
in program last year. L-S also decided to make 
trade-in offers on trucks of other manufactur- 
ers or get the best possible price on the used- 
truck market for a prospect. 

In the machinery, machine tool, and materials- 
handling equipment industries, leasing as a 
spur to additional sales spread rapidly last year 
and will undoubtedly gather new impetus this 
year. A leasing program appeals primarily to 
potential customers who want to preserve their 
working capital. This is not an insignificant 
market. The Clark.Equipment Company, for in- 
stance, ran a six-month test under which materi- 
als-handling industrial trucks and bulk-han- 
dling equipment were leased under a_bank- 
financed plan. More than $2 million worth of 
trucks were leased. The Gisholt Machine Com- 
pany, Madison, Wis., did $125,000 worth of 
leasing between the end of April and the be- 
ginning of September without any advertising 
or promotion except for one news release to the 
press. 

Leasing is spreading to other industries. Last 
Fall, the Polarad Electronics Corporation, Brook- 
lyn, N. Y., joined the crowd. Polarad’s comp- 
troller told their representatives one of the ad- 
vantages in leasing electronic equipment is that 
“The government contractor who rents test 
equipment is in a better position to become a 
successful bidder than the contractor who has to 
buy test facilities and include the full cost in his 
selling price.” 

In general, the lease terms follow a definite 
pattern (see DR&MI, August 1954, page 23). 
The lease runs for a specified number of years 
with the right to terminate or purchase after, 
usually, the second or third year. Kearney & 
Trecker Corporation’s program, for example, in- 
volves three plans. All are seven-year agree- 
ments, but the termination or purchase options 
vary from the end of the first year, to the end of 
the second year, to the end of the third year. The 
rental proceeds do not apply to the purchase 
price, which is based on the cost of rebuilding 
and the resale market values. 

Not all lease programs are similar to this. In 
the textile industry the Universal Winding Com- 
pany, Providence, R. I., is offering a plan which 
provides for purchase only at the end of a five- 
year lease at its then fair market value. As an 
alternative, Universal will continue the lease for 
another five years at 5 per cent a year of the 
original cost price. The company thinks, but 
does not guarantee, that by avoiding any impli- 
cation that the customer is acquiring an equity in 
the machine by the payment of rent, the Internal 
Revenue Service will allow rental payments as 
tax deductions. 

In the actual handling of equipment leasing, 
industrial companies are developing several 
variations. Here are some of them: 
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The Automatic Transportation Company, 
Yale & Towne’s electrical industrial truck manu- 
facturing subsidiary, has operated a truck-leas- 
ing program for over a year. In practice, how- 
ever, Automatic sells its equipment to the 
M. H. E. Corporation, another subsidiary of 
Yale & Towne, which does the actual leasing to 
customers. 

The Van Norman Company’s long-term lease 
plan and its ten-year installment sales plan on 
machine tools are financed through the C. lL. T. 
Corporation, the industrial financing subsidiary 
of the C. I. T. Financial Corporation. 

Installment buying is another technique more 
and more companies in widely different indus- 
tries are embracing. In recent months, such 
firms as Lewis-Shepard (materials-handling 
equipment), Surface Combustion Corporation, 
Toledo, Ohio (industrial furnaces and air-condi- 
tioning equipment), and James Lees & Sons 
Company, Bridgeport, Pa. (floor carpeting) have 
all made this move to build a new market into 
their sales program. Another sales policy com- 
ing into fashion is short-term renting, which 
captures that market segment which either 
works on contract or is engaged in highly sea- 
sonal work. 


The Shape of the Market 

All of the techniques described here are cal- 
culated to sell what might be termed the mar- 
ginal market. The market itself is created by 
the demands of a dynamic, expanding economy, 
which puts growth at a premium, higher living 
standards at a premium and consequently places 
heavy pressure on cash reserves. The nature of 
the market can be identified by the character- 
istics of the techniques used to sell it. The 
Mitchell plan, for instance, is designed to stimu- 
late sales to dealers of a new product with a 
volatile selling season. 

Company-sponsored financing of time pay- 
ments at both the industrial level and at the dis- 
tributor-dealer-retail customer level is tacit recog- 
nition of a mid-twentieth century fact—that 
many of your customers have always been buy- 
ing on time via limited credit from the manu- 
facturer, short- and long-term bank loans, or 
through finance companies and capital issues, 
though their payments to you have been made 
with a single check. Companies using one of the 
many financing plans add a new promotion fea- 
ture—one-stop buying and financing—which 
captures more of this market segment, and also 
gain the extra control (and profits) that comes 
with managing their customers’ financing. Leas- 
ing equipment carries time-buying one logical 
step further by giving the manufacturer a foot 
in the door to the miarket that prefers not to 
buy either outright or on time. In many respects, 
it is theoretically similar in market appeal to a 
conditional sale or a trial period, and when an 
option to buy is included, as it often is, the iden- 
tity of appeal is even more marked. All of these 
marketing trends are deepening and growing. 
Is your company growing with them? 
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Fitting your product 
to the ATOMIC AGE 





An industrial market is growing 
in the wake of the atom bomb. It 
will be a good market for those 
who are ready with what it needs 
—and it needs many things, from 
overshoes to overhead cranes. This 
two-part article, the second sec- 
tion of which will appear next 
month, tells what and where you 
can expect to sell, and when and 
how you can sell tt. 











You may never have a nuclear reac- 
tor in \ basement, or even a physicist in 
your plant. 

But, no matter what your product, the atomic 
energy proyram can help you make it better 
and move‘it faster, starting right now. 

Companies mining and refining atomic fuels, 
and those building and operating nuclear reac- 
tors, are*in the market for shoes and ships and 
sealing wax, and cabbages—and plenty of king- 
sized equipment. 

The Atomic Energy Commission is spending 
something over $100 million a month for con- 
struction, and its operating budget is close to $1 
billion a year. On its shopping list, and those of 
its contractors, are furniture and hardware, ce- 
ment and chemicals, lumber, laundry equip- 
ment, hand tools, valves, and railroad supplies. 

W. E. Abbott of North American Aviation es- 
timates that the cooling system alone for a 100- 
megawatt (100,000 kw), sodium-cooled, graph- 
ite-moderated reactor would call for almost $6 
million worth of pumps, heat exchangers, drains, 
and so on. (This does not include the cost of the 
reactor container or of the steam generator, 
which would account for a good $3 million 
more. ) 

And that’s only the beginning. Quite outside 
the Government program are the many indus- 
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PART I: WHAT TO SELL WHERE 


ANNESTA R. GARDNER 


Industrial Editor 


trial concerns using such reactor by-products as 
radioisotopes in research and production. Among 
these are foundries and metalworking plants; 
textile, paper, chemical, and tobacco manufac- 
turers; and processors of rubber, ceramics, and 
plastics. 

These companies, too, need all sorts of mate- 
rials and supplies—protective clothing and equip- 
ment and remote-control devices, rubber gloves, 
overshoes, aprons, face shields, masks, tongs, 
shields, cranes, conveyors, and even television 
transmitters and receivers. 

No one of these, perhaps, represents a major 
new market right now. But together they form a 
sizable and growing group. 

More than a thousand industrial concerns now 
use radioisotopes; and isotope shipments from 
Oak Ridge National Laboratory are running at 
the rate of almost 10,000 a year—nearly twice 
what they were five years ago. 

Construction of commercial reactors can not, 
of course, be expected to proceed quite so fast. A 
radioisotope laboratory can be set up for a few 
thousand dollars; while even the “cheapest” 
research reactor is likely to run close to six figures. 

Nevertheless, the number of research and iso- 
tope-producing reactors built in the next few 
years will probably be quite respectable. Armour 
Research Foundation, Battelle Memorial Insti- 
tute, and several other organizations already 
have plans for obtaining reactors; and Ameri- 
can Machine & Foundry, Babcock & Wilcox, 
General Electric, and North American Aviation 
stand ready to build them. 

Eventually, the market for nuclear reactors— 
particularly the smaller “packaged” units—may 
be very large indeed. As Walter F. Friend of 
Ebasco Services Incorporated points out, “nuclear 
reactors may someday be used not only to run 
central station power plants, but also to supply 
steam for district heating systems, and for in- 
dustrial heat and process applications.” They 
already look encouraging as a source of energy 
for conversion of sea water to fresh water, and 
may also provide brand-new methods for chemi- 
cal production. 

In the future, it’s quite likely that both hos- 
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pitals and industrial companies will build their 
own reactors to produce neutron beams and ra- 
dioactive isotopes as needed. As other promising 
possibilities—cold sterilization of foods and 
drugs, vulcanization of rubber, treatment of 
plastics, and processing of chemicals by means 
of atomic radiation—become practical realities, 
both isotope and reactor applications will broad- 
en tremendously. 

A great many products can be sold to all of 
these concerns “as is’"—as the photographs on the 
opposite page and on pages 38 and 39 show. But 
there are, perhaps, even greater sales opportuni- 
ties ahead for those companies which are will- 
ing to spend the time, money, and effort to de- 
velop new products and adjust old ones to the 
specific needs of the atomic age. There is a need 
for everything from new peelable paints that 
can simplify decontamination to comfortable, 
but disposable, lab coats. Some of those oppor- 
tunities are outlined on the following pages. 
Others—and the design and materials problems 
they pose—will be discussed in the second sec- 
tion of this article, to be published next month. 

Sull another way—and an important one—in 
which products and production lines can bene- 
fit from the atomic age is by taking advantage of 
the many technical developments stemming 
from atomic energy production. 

New thickness gages and liquid-level gages, 
machine shop safety devices and density-control 
instruments can be designed, using the radioac- 
tive isotopes which are by-products of nuclear 
reactors (see page 41). 

There are opportunities, too, to find new prod- 
ucts in the continuing stream of Government- 
owned patents released for licensing by the 
Atomic Energy Commission. A list of these may 
be obtained from the Patent Branch, Office of 
the General Counsel, Atomic Energy Commis- 
sion, Washington, D. C. : 

Getting into the atom business will not always 
be easy. There is red tape to be cut, and there 
are design problems to be solved. But the stakes 
are high; the chances for success good; and the 
rewards well worth achieving. Pictures and text 
on the next six pages show how and why. 


and 


ee ee ee ee 





What is needed 


by atom users 


Like most pioneers, the companies using ra- 
dioactive isotopes (activated “tagged” atoms) in 
research and production have had to make, and 
make do. They’ve had to build their own tools, 
or borrow them from other fields. Now, more 
than 1,200 industrial concerns are using or pre- 
paring to use reactor-produced isotopes. It’s high 
time industrial suppliers took the initiative. 

The pictures here, from Colgate Palmolive’s 
fine new radioisotope laboratory, show how fa- 
miliar types of equipment can be put to work in 
isotope research. In this case, Colgate is using a 
long-lived isotope, but one whose radiation is 
not very penetrating, so heavy shielding is not 
required, though precautions must be taken to 
prevent direct contact. 

This study is a good example of how radioac- 








tive isotopes can be put to work: Rubber gloves are among many standard items Peelable paint simplifies decontamination of 
A few months ago. Colgate developed a new .used in Colgate lab. Here, they serve as radia- walls, workbenches; prevents radiation build-up 
* oo Se ' tion shields as well as doing their regular job. that might otherwise become a serious hazard. 


antidecay compound for toothpaste, Gardol. It 
looked very good, but the big question was, how 
long would it be effective? Would it remain on 
the teeth all day, or only for a few minutes? 

That would be difficult to answer by ordinary 
chemical or physical means; the amount of ma- 
terial involved is so small. Yet tagged atoms can 
do it. These atoms are chemically the same as 
ordinary ones and go through all the usual 
chemical reactions. But, having been made ra- 
dioactive in a nuclear reactor, they are marked 
by their radiation, and can be detected—even in 
small amounts—by an instrument called a 
Geiger counter. 

When tagged Gardol is used to brush the 
teeth of a test animal, it is only necessary to keep 
watch with a Geiger counter to find out how 
long the compound stays put. (The actual pro- 
cedure is more complex, but this is the basic 
principle. ) 

In the same way, tagged atoms can be used to 





study engine wear, the action of dyes and deter- a Mie... i aid 4 
gents on textiles, compounding of and wear of Hot plate helps to prepare compounds for Gar- _—_ Blender also aids atom study. It proved so val- 
rubber, and a host of other industrial problems. dol study. Note peelable paint on wall, shelf. uable in research, maker now builds lab model. 











These can be blue-chip customers 


Who will buy atomic-age products? All of these con- nuclear reactors or to supply major components for them. 
cerns, and many more, including half-a-hundred leading Starred companies are among those now operating AEC- 
public utilities, are now preparing to build or operate sponsored research and production reactors. 


Allis-Chalmers Manufacturing Company Fluor Corporation Ltd. F. H: McGraw & Company 

American Locomotive Company Ford Motor Company Minnesota Mining & Manufacturing Company 
American Machine & Foundry*Company Foster Wheeler Corporation Monsanto Chemical Company 

Babcock & Wilcox Company George A. Fuller Company North American Aviation, Inc.® 

Bechtel Corporation General Dynamics Corporation Nuclear Development Associates, Inc. 
Bendix Aviation Corporation General Electric Company* Phillips Petroleum Company® 

Blaw-Knox Company Gi ' : & Cox Stone & Webster Engineering Corporation 
Carbide & Carbon Chemicals Company® Gov _ear Tire & Rubber Company United Engineers & Constructors, Inc. 
Diamond Alkali Company ° Kaiser Engineers Vitro Corporation of America 

E. I. du Pont de Nemours & Company M. W. Kellogg Company Westinghouse Electric Corporation® 
Ebasco Services Incorporated Walter Kidde Nuclear Laboratories Worthington Corporation 
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Reactor requirements 


are many and varied 
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Unitized design brings flexibility to reactor construction, can open door for many companies to 
supply component parts. Note basic simplicity of reactor core (close-up at left). This is an American 
Machine & Foundry model of a water-cooled, water-moderated ‘‘swimming pool’’ research reactor. 





Packaged reactor, designed by AMF for use in remote areas also features unitized construction 
with standardized components. Here, complete package includes pump and turbine renerator (center) 
as well as power plant (right). It could supply heat, power, and light for a fair-sized community. 
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More than a dozen different kinds of atomic 
reactors are now on the drawing boards, with 
many more to follow. 

That could make it tough for the would-be 
supplier. However, standardization of reactor 
types is already getting under way, and many 
products can be used in several different models. 

Pictured at the left are two types of reactors 
designed to permit use of standardized compo- 
nents. They rate a close look by makers of ma- 
chine parts, switch boxes, motors, instrument 
dials, and many other industrial items. 

In exploring atomic markets of the future, a 
good place to start is with the nuclear reactors 
themselves—to find out what they are and what 
they need. 

Best-known and oldest of the reactors is the 
graphite “pile.” In the graphite pile, the fuel is 
in the form of solid uranium slugs, metal-clad 
for protection. The coolant is air, and graphite 
serves as the “moderator,” the material that 
slows neutrons down so that atom-splitting pro- 
ceeds efhciently. 

This basic type of reactor, when constructed 
for power production, uses water under pressure 
(or molten sodium) as a coolant, and, has an 
auxiliary heat exchanger which extracts the heat 
and puts it to work in a regular power-generat- 
ing system. (Incidentally, the term “atomic pile,” 
once generally applied to chain-reacting nuclear 
furnaces, is now fi vned upon as undignified 
and old-hat. “Nuclear reactor” is preferred.) 

Quite different is the “homogeneous” reactor, 
in which the fuel may be a liquid—uranyl 
sulfate-or, as in a new Brookhaven National 
Laboratory design, a molten uranium-bismuth 
alloy. 

In the homogeneous reactor, the fuel itself is 
the coolant, and there is no need for cladding. 
The fuel can be circulated in and out of the re- 
actor, and can be piped through the heat ex- 
changer. In this design, pumps and valves take 
the place of the push-rods and levers which are 
used to move the solid uranium slugs that serve 
as fuel for the first type. 

Thus, one kind of reactor is, in essence, a solid- 
fuel boiler furnace; while the other is much 
closer to a chemical plant. 

Obviously, the requirements for these reactors 
differ greatly in some respects. Yet, as men- 
tioned above, many types of equipment can serve 
them both. 

The photographs on the opposite page show 
some of this broadly useful equipment at work. 
Most of them were taken at the AEC’s National 
Reactor Testing Station near Idaho Falls, where 
the Materials Testing Reactor (MTR) and the 
Submarine Thermal Reactor (STR) are located. 

The STR, built by Westinghouse, was the 
land-based prototype of the nuclear engine for 
the first atomic submarine, the Nautilus. It is 
still being operated as an experimental unit. 

The MTR, designed by Argonne and Oak 
Ridge National Laboratories, is operated by 
Phillips Petroleum Company. It has recently 
been opened for industrial use. 
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Standard industrial equipment finds many jobs in atomic plants. Crane, Straddle truck, of type originally designed for lumber industry, handles 
mounted above discharge pit of prototype submarine reactor at AEC Idaho _lead-shielded containers with ease and safety. This is Materials Testing 
station, simplifies handling of heavy containers for radioactive components. Reactor installation, operated by Phillips Petroleum Company for the AEC. 








Vacuum cleaner helps keep reactor area spic and span, picks up dust for Swabs and slickers are just as important around reactors as they are in 


safe disposal. For both cleanliness and safety, workers wear plastic boots 
and lint-free clothing. This is another view of the pit area pictured above. 


the Navy. Phillips Petroleum employees wash down chemical processing 
equipment at AEC Idaho station as part of decontamination procedure. 


¥ 
Office stool, built into hot cell mechanism, is Circular stairways serve reactor just as they do Special piping is required for reactor set-ups, 
used by Westinghouse technician while he ma- industrial plants. Here, Westinghouse engineer but fabricating know-how comes from other 
nipulates radioactive materials by remote control. descends to inspect water pit before it’s filled. fields. American Locomotive makes this pipe. 
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One company’s experience 


items; broadened its market by building civil 
defense instruments and special, simplified units 
for ore assayers, hospitals, and other isotope 
users. Plenty of problems have to be solved, but 
Anton finds it’s worth the effort. 


Proof that a small company as well as a big one 
can profitably serve the atomic age is the record 
of Anton Electronic Laboratories. Starting with 
its basic product, an electron tube, it designed a 
radiation meter, a counter, and several other 
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Radiation meter, made to Navy specifications, 
has its own built-in radioactive test source. Note 
also smooth surface that facilitates cleaning. 


Counter tube is Anton's basic product, was 
starting point for its new atomic-age products. 
It’s used in radiac (right), computers (below). 





Several types of radiation computers are now made by Anton; including simplified model for uranium 
ore assays (left), and a ratemeter for general medical and industrial laboratory work (right). New- 
est in this line is a computer-indicator that may be used by operators of commercial reactors. 
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Concrete vault is needed for safe storage of radioactive materials used to test instruments like 
those above. This is one of many special requirements that must be met by would-be suppliers of new 
atomic-age products. Anton also built its own equipment to purify gases for counter tubes. 
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How to get into 


How does one get into the atomic market? 
How can a company take advantage of the prod- 
uct, sales, and production opportunities it offers? 

The best way to start, obviously, is to learn a 
little bit about reactors, isotopes, and the broad 
problems of the atomic age. A list of information 
sources—books, booklets, motion pictures ap- 
pears on page 42. 

Actually, the atomic field covers not one busi- 
ness but three: 

First, it is a market for established products 
which can be sold “as is.” 

Second, it is a market for modifications of es- 
tablished products—modifications that take into 
account the special problems and hazards of 
atomic energy production. 

Third, it is a market for brand-new products 
—items designed specifically for the atomic age. 

The first two groups account for by far the 
largest number of items, though the third is 
perhaps the most interesting and, in some ways, 
the most rewarding. 

The modifications required for the second 
group (and for many products in the third 
group as well), are those which help to combat 
the possible effects of nuclear radiation, tempera- 
ture and pressure on the soundness of the equip- 
ment itself; to minimize radiation hazards that 
might occur if the equipment leaked or failed; 
and to achieve certain special nuclear qualities. 

As Frederick H. Warren of General Dynam- 
ics Corporation pointed out to the Third Annual 
Atomic Energy Conference of the National In- 
dustrial Conference Board, this often means 
working with costly. and hard-to-handle materi- 
als requiring new producticn techniques and a 
high degree of technical skill. And, it may call 
for a good deal of engineering development 
work on the part of the prospective supplier, 
even when the basic product design is set. 

How, then, can a company prepare itself to 
meet these requirements? 

Speaking to the last meeting of the Atomic 
Industrial Forum, John Landis of Babcock & 
Wilcox outlined the steps his firm took: 

B&W began with laboratory investigations on 
the special materials required for reactor con- 
struction. It offered its services to, and entered 
into co-operative research with, more than a 
dozen other companies studying reactor prob- 
lems. It designed and built several relatively sim- 
ple heat exchangers and pressurizing tanks. 

Now, after several years, BkW knows what it 
can do, and what type of work is best suited to 
its particular abilities. It has its own Atomic 
Energy Division, and it’s ready to move full 
steam ahead with design and construction of 
complete reactors. 

For companies whose plans are less ambitious 
and whose products already meet the needs of 
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the atom business 


New products of the atomic age 


By-products of atomic reactors open the door 
for new products of many kinds. For instance, 
radioactive isotopes permit design of new thick- 
ness and liquid-level gages for steel, paper, tex- 


struments; and safety equipment, as the photo 
graphs below show. They should be thought 
starters for many companies looking tor new 


product opportunities. Another good source: 





the atomic market, the procedure is, naturally, 
not as complex. But even those companies will 


AEC-owned patents available for licensing. 


tile, and petroleum processing; laboratory in- 


face new problems. 

For instance, it’s important to remember that 
now, and probably for a long time to come, gov- 
ernment agencies will control or strongly influ- 
ence the sale of atomic products. It will be neces- 
sary to deal with those agencies as customers, 
and often to obtain their approval of products 
which are to be sold to industry. That does cre- 
ate difficulties, but they need not be deterrents, 
even for the small company. 

Anton Electronic Laboratories, Brooklyn, 
N. Y., is a good example. This company is find- 
ing new sales opportunities by developing coun. 
ters and radiation detectors for uranium pros- 
pectors, hospitals and industrial laboratories, as 
well as for government use (see photographs, 
opposite page). 

It’s not all peaches-and-cream, of course. Says 
Herbert Kalisman of Anton, “There are a few 
hurdles one doesn’t ordinarily meet in industry. 
But if they’re recognized, and allowance is made 
for them, they aren’t too high to get over.” 

He offers these suggestions to other companies 
about to enter the field: 

1. Before you tackle the atom business at all, 
decide what your company wants to do, and 
what it can do, List your plant facilities, and be 
sure you know their limitations. 

2. Be prepared for the fact that there will be 
plenty of paper work and that it will take time 
to get approvals and authorizations. Allow for 
this kind of delay when you set up production 





Tobacco density is controlled by radioisotope gage mounted on cigarette-making machine. Radia- 
tion monitor detects and responds to variations in thickness or tightness of packing, automatically 
adjusts tobacco rate of feed. Complete unit was designed and built by American Machine & Foundry. 


schedules. : 

3. Start easy. Try a relatively simple item first. 
Even for “simple” products of the atomic age, 
a good many special problems may have to be 
solved, as indicated above. For instance, Anton 
engineers had to devise a radiation simulator—a 


~ 


harmless, built-in radioactive test source—for 
their radiac detector so users could check calibra- 
tion of the instrument without being exposed to 
dangerous radiation. 

For the supplier of atomic-age products, a 
simulator will rarely sufhce. In most cases, he 
will have to set up his own radiation laboratory 
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for product testing, with all the hazards such a 
laboratory may entail. 

That brings up another point: It’s a good idea 
to see your insurance agent and your state De- 
partment of Health and Department of Labor 
representatives as early as possible in the game 
—and keep in close touch with them. In the past 
two years, for example, New Jersey has added a 
new chapter on radiation to its Sanitary Code 
and set up a Radiological Health Program. Both 





have far-reaching effects. 
As Daniel Bergsma, New Jersey Commis- 
sioner of Health, told a recent American Public 


Operator safety is bolstered by Hazatrol safety device. Radioactive material in wrist bands pro- 
vides constant signal that locks press instantly if operator's hands are too near. White tubes jutting 
out from the press are the signal-detectors. They're connected to a control box and a fail-safe timer. 








MO @ EB REN a OOS RA ee EA oe JANUARY 19 3> ° ae 








Where to get information 


on atoms and reactors 


The literature on the atom is growing with mighty speed. But, from a 
relatively few sources, it is possible to obtain a number of excellent gen- 
eral publications and motion pictures, advice on specific problems, and 
lists of technical reports. These sources include: 


GOVERNMENT REPORTS 


Semiannual reports of the Atomic Energy Com- 
mission and summaries of its major activities; 
and such special and valuable publications as 
Selling to the AEC, the Ligquid-Metals Hand- 
book, industrial reports to the AEC on Nuclear 
Power Reactor -Tegpetogy, 
Smyth Report (Geseral account of develop- 
using atomic energy for 


and the original 


ment of methods ® 
military purposes) = may be obtained from the 
Government Prints Ofhce, Washington 25, 
D. C., at nominal #rices. A complete listing of 
government Publications relating to atomic en- 
ergy is offered tree of .charge; and a general list, 
Selected readings on Atomic Energy, covering 
commercial as well as government publications, 
is 15 cents. 


TECHNICAL PUBLICATIONS 

Research reports ot and to the AEC are regular- 
ly briefed in Nuclear Sctence Abstracts (semi- 
monthly, obtainable on subscription from Gov- 
ernment Printing Office, $6 a year) and may be 
read in AEC depository libraries (of which there 
are now 46, located in 26 states). Many of these 
reports may. be purchased through the Office of 
Technical Services, Department of Commerce, 
Washington 25, D. C. 


MOTION PICTURES 

Obtainable on loan free of charge are such ex- 
cellent films as the one North American Avia- 
tion, Downey, Calit., made to show the building 
of its homogeneous (solution-type) reactor; Gen- 
eral Electric's new one, the Sea W olf, on the 
atomic submarine; and several produced by the 
AEC. Commercial films have also been made, 
and can be rented or purchased. A list of these 
may be obtained from the Public Information 
Service, U. S. Atomic Energy Commission, 1901 
Constitution Avenue, Washington 25, D. C. 


INDUSTRIAL CONFERENCES 


Excellent sources of information on atomic en- 
ergy and its uses, plus a good deal of specific 
data to guide design of products for the atomic 
age may be obtained at conferences regularly 


held by the National Industrial Conference 
Board, 247 Park Avenue, New York 17, N. Y., 
and the Atomic Industrial Forum, Inc., 260 
Madison Avenue, New York 16, N. Y. Proceed- 
ings of past meetings are obtainable in pub- 
lished form at prices ranging from $6 to $15 
each. Special technical conferences are also held 
by several professional societies; and papers on 
various aspects of atomic energy utilization have 
been delivered at regular meetings of such or- 
ganizations as the American Management Asso- 
ciation and the National Association of Manu- 


facturers. 


INDUSTRIAL ASSOCIATIONS 


In addition to the Atomic Industrial Forum, 
mentioned above, which has one of the AEC de- 
pository libraries, the Electric Companies Pub- 
lic Information Program, 2 West 45th Street, 
New York 36, N, . is a good source of infor- 
mation. Its Atomic Energy Kit, containing a 
copy of the Atomic Energy Act, interpretations 
of its clauses, and information on nuclear re- 
actors, may be had for $8, with supplementary 
data furnished free of charge. And the newly 
formed American Nuclear Society should be a 
valuable future source. 


BRITISH PUBLICATIONS AND MOTION PICTURES 
The comprehensive and clearly written publica- 
tion, Britain’s Atomic Factories, and a ten-min- 
ute film, Atoms at work, may be had from Brit- 
ish Information Services, 30 Rockefeller Plaza, 
New York 20, N. Y. The booklet is $1.25; film 
rental, $1.50. Reports on Canadian research and 
lists of radioisotopes available for sale, may be 
had from Atomic Energy of Canada, Ltd., 
Chalk River, Ontario. 


OTHER SOURCES 


For the would-be supplier, the companies al- 
ready engaged in nuclear reactor work (see page 
37) are a fine source of information and help. In 
addition, the AEC has an Industrial Information 
Branch in Washington, D. C., a Technical In- 
formation Service at Oak Ridge, Tenn., and in- 
dustrial specialists at all of its field offices and 
national laboratories. 
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Health Association meeting, the new legislation 
gives state officers “wide latitude for interpreta- 
tion and enforcement, and |is| a powerful in- 
strument for radiological health control.” 

In entering a new field like this one, it’s cer- 
tainly wise to take advantage of whatever help 
is obtainable. For instance: 

Visit the local AEC and Department of Com- 
merce ofhces. (The latter, besides being the sales 
agent for many AEC technical publications, 
offers specialized help for small business.) 

Get to know the companies already working 
in the atomic energy field—companies like those 
listed on page 37. They may be able to suggest 
product ideas as well as to provide technical as- 
sistance. As noted above, even Babcock & Wil. 
cox—certainly not a small or inexperienced firm 
—began its work in the atomic energy field by 
offering its services to, and entering into co-op- 
erative studies with, companies already engaged 
in atomic energy research. 

Take advantage of the services offered by as- 
sociations like the Atomic Industrial Forum, 
Inc., 260 Madison Avenue, New York 16, N. Y.., 
and by such consulting companies as those men- 
tioned in the list on page 37. And don’t overlook 
new organizations like Radiation Applications 
Incorporated, 342 Madison Avenue, New York 
17, N. Y., which specialize in various phases of 
nuclear energy utilization. 

Even with such help as this, most companies 
will have to do a good deal of trail blazing them- 
selves to uncover the needs of the atomic age, 
and devise means of satisfying them. 

Two areas that seem particularly promising 
for product development are mechanization and 
safety. 

Mechanization of atomic energy processes is 
still a wide-open field. There is a tremendous 
need for all sorts of manipulating and handling 
devices that can be operated from a distance 
with real accuracy and reliability. 

In radiochemical processing, for instance, 
many operations must be performed inside 
thick-walled concrete cells using “mechanical 
arms” to manipulate equipment and containers. 
But, in the early labs, these arms were not really 
mechanical. They were simply an extension of 
the operator’s own arms, and depended on brute 
force for their operation. That made it extreme- 
ly difficult to carry out manipulations—particu- 
larly at distances of more than twelve feet. 

To overcome such limitations, engineers like 
R. C. Goertz and W. M. Thompson of Argonne 
National Laboratory have devised electronically 
controlled, force-reflecting manipulators that 
promise much greater ease, safety, and flexibility 
of operation. Now, they're working on a track- 
mounted, anti-swing hoist that can be made to 
travel a predetermined path and come to rest 
instantly when it reaches the desired spot. 

These are only a few of the many opportuni- 
ties that can be found by the company that takes 
the trouble to look. The atomic market is new, 
exciting, and largely unexplored. The time to 
start exploring it is now. 
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JAMES H. RAND................ President, Remington Rand, Inc. 
WALTER H. WHEELER, JR. »++e22++ President, Pitney-Bowes, Inc. 


ROBERT H. MORSE, JR. ....+ President, Fairbanks, Morse G Company 


The essential ingredients necessary to make 


JAMES H. RAND created his company 35 years ago 
when he believed sufficiently in his “Kardex” system 
to compete with his father’s business. Today, the com- 
pany consists of 30 corporations with world-wide 
facilities. Inventor, industrialist, and business leader, 
Mr. Rand also takes a great interest in medical and 
scientific research. 


WALTER H. WHEELER, JR., joined the company 
in 1919, served in various production, sales, and 
administrative positions until he attained the presi- 
dency in 1935. Associated with War Production 
Board during World War II, he is connected with 
many other councils and advisory boards having to 
do with business, health, and charity. 


ROBERT H. MORSE, JR., is the third generation Morse 
to head his company. Joining it in 1916, he has worked 
in factory, field, and office, moving up the ladder to 
the chief executive’s position. A director of many 
outside companies including the American Motorists 
Insurance Company, he is also a trustee of Beloit 
(Wisconsin) College. 
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a chief executive are many and varied. Intelligence, integrity, 
imagination—they are important. Confidence, reliability, under- 
standing, patience, hard work, and many others must also be in- 
cluded. How do these parts add up to a whole? Last month three 
company presidents stated their views; here are three more. 


The President, Remington Rand, said: 


A study of success in business inevitably 
brings up the question: “Why does one man 
succeed beyond his fellows?” 

There used to be a good deal of guesswork 
about the things that lead to business success. 
Today there is no longer any need of guessing. 
Achievement has been reduced to a science as 
exact as chemistry. 

There are certain fundamental laws of busi- 
ness. Every good executive employs these laws, 
consciously or subconsciously. They are sign- 
posts that mark the path of personal progress. 

First: Vision and creative imagination. 

Facts are not the only things that govern prog- 
ress. Thousands of men who watched the first 
experiments with the horseless carriage had all 
the facts—and the facts themselves were not 
particularly illuminating. The new contraption 
was siower than a horse-drawn vehicle. It cost 
more, and was more likely to break down. Facts 
alone did not carry much conviction. But Henry 
Ford and a few others saw a new era and a new 
industry. Henry Ford alone saw a _ universal 
market for a standardized and simplified car 
that could be sold at a low price. Standing in 
the same place and surrounded by the same 
facts, he saw farther than other men. 

Upon analysis and study it will be found that 
most successful executives saw things that others 
did not see. They thought constructively and 
built with the facts at hand. And finally, they 
had the courage to carry their convictions into 
the field of practical application. 

Second: The productive use of time. 

The executive’s most limited asset is time. 
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Money can be saved, or borrowed. But time is 
limited and the allotment cannot be increased. 

There are usually so many things to be done 
that it is physically impossible for one execu- 
tive to do all of them. Details and routine mat- 
ters should be delegated to others. The success 
ful executive must differentiate between things 
that are important and those that only seem im- 
portant. He must also learn to do the most im- 
portant thing first. The loss of tme caused by 
mistakes has to be minimized not merely by 
correcting errors, but by eliminating the cause of 
errors so that they will not occur again. 

Third: Sound selection and management of 
men. 

The executive hires others to supplement his 
own work. By hiring others, progress is accel- 
erated; and if the judgment in selection has been 
good, the executive not only is able to multiply 
his own efforts, but he may be able to offset 
certain of his weaknesses. Studying men and 
learning to gage their characters and measure 
their capacities—in other words, the ability to 
pick good men—is a tremendous business asset. 

Fourth: Start with adequate financing. 

Thousands of businesses fail every ‘year be- 
cause their managers have not had sufficient 
capital to swing the venture. It may not sound 
reasonable, but it is often wise to borrow money 
when you do not need it just so you will have 
the money—or at least will have established a 
regular line of credit when you need it. Money 
is a powerful tool for speeding progress, and its 
intelligent use is invariably a mark of the good 
executive. 

Fifth: Intelligent control through the pro- 


Continued on page 7 
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First-line supervision (union stewards, too) differ 
from the average worker, but not in the way you 
might think, this survey shows. Not love of company 
or union, but independence, ambition get them ahead 


l F YOU could go out in the plant 
to-day and talk to the workmen who—though 
neither you nor they yet know it—will be the 
new crop of foremen next year, what kind of 
men would you find? And what would next 
year’s union stewards look like, to-day? 

Through largely fortuitous circumstances, the 
Survey Research Center at the University of 
Michigan found itself able to give some very spe- 
cific and interesting answers to just those ques- 
tions about future foremen and future stewards 
in a Midwestern home appliance equipment 
manufacturing company of some 2,500 employ- 
ees. Prelirninary reports have been made before 
a few professional societies; the complete find- 
ings will be published some time later this year. 

The Survey Research Center, as part of its 
long-range program of research in what makes 
for effectiveness in large industrial organiza- 
tions, in 1951 administered lengthy question- 
naires to all the employees of what it calls, for 
purposes of publication, the Blank Company. 

When its program and study directors learned. 
in 1952, that 23 of the original 2,500 had been 
promoted to foremen and 35 had been elected 
union stewards, it saw a chance to obtain val- 
uable information on the attitudes of “future” 
foremen and stewards, if the answers of these 
individuals in the 1951 survey could be dug out 
of the statistical anonymity of the 1951 reports. 

Although answers to the original question- 
naires had been unsigned and unidentified, it 
was possible, through specific answers to factual 
questions on age, birthplace, experience, father’s 
occupation, family status, seniority, and the like, 
to match up 1951 questionnaires with 1952 fore- 
men and stewards, and give group comparisons 
without disclosing individual identities. 

With the consent of management and union 
the experiment was agreed to, and new foremen 
and stewards alike were given the same ques- 
tions to answer, six months to a year after as- 
suming their new ranks. To guard against mis- 
interpreting changes in attitude which might 
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have been common to production workers as 
well as foremen and stewards, the attitude sur- 
vey was also re-run with a control group of 
workers who had not advanced in rank. 

The result was that the SRC, and the com- 
pany and union, with which it shared its find- 
ings (still in anonymous form, so far as in- 
dividuals were concerned), got answers to these 
interesting questions: 

1. Did future foremen differ from the rank 
and file, when they were part of that rank and 
file and before they knew they would be pro- 
moted? (Answer: Yes; details below.) And, if 
so, how? 

2. Did future union stewards differ from the 
rank and file while they were still production 
workers, unaware they would be elected to office 
next year? (Answer: Yes.) And, if so, how? 

3. Did the company choose the most _pro- 
company men for foremen? The union, the 
most pro-union men for stewards? (Answer: 
No. Future foremen, before promotion, were 
more anti-company, as well as anti-union, than 
the average. Future stewards, before election, 
were more anti-union, as well as anti-company, 
than the average. Both groups had a lot in 
common. ) 

4. What changes occurred in the men’s atti- 
tudes as they advanced up the management and 
labor ladders, respectively? (Answer: Only after 
promotion did foremen become more pro- 
company, stewards more pro-union.) 

But this was not all. The University research- 
ers squeezed still more significant data out of the 
situation when, in 1954, a cutback in workforce 
compelled the company to return some of the 
new foremen to the ranks. Many of the union 
stewards, too, were back in the rank and file as 
a result of not having run for re-election or of 
having been defeated. 

Twenty of the 1952 foremen (twelve of them 
sull on that job, eight in the ranks) and 20 of the 
1952 stewards (six still stewards and fourteen in 
the ranks) were quizzed again, once more 


against control groups, to find out how the loss 
of their positions affected their outlook. 

General findings: 

1. Demoted foremen quickly returned to their 
pre-foreman attitudes, except in regard to a few 
factual matters. Ex-stewards generally main- 
tained their stronger pro-union attitudes better 
than demoted foremen held on to their one-time 
pro-company leanings. 

2. Both the company and the union—each 
with its diverse means of selection and rejection 
—did a surprisingly acute job of winnowing the 
wheat from the chaff, or at least what was wheat 
and chaff from their respective points of view. 
Foremen who stayed foremen, by management 
choice, were the ones who adapted themselves 
most readily to pro-management attitudes. Stew- 
ards who stayed stewards, by the processes of 
democratic election, were those most able to 
adopt strong pro-union attitudes. 

The numbers involved by the time the 1954 
survey was conducted were small and the results, 
therefore, less reliable statistically. But the fact 
that trends were so strongly in a single direction 
lends credence to conclusions that a statistician 
might hesitate to certify. 

Such subtleties as the difference between the 
foremen and stewards retained and those let go, 
as well as the more substantial findings shown 
in the comparison of 1951-1952 surveys, are ma- 
terial for a full Winter’s brooding by the kind of 
policy-making executives who worry constantly 
about the validity of the methods they pursue 
and the theories they act upon. 

What’s important about the series of surveys 
at the Blank Company? 

To Seymour Lieberman, SRC study director, 
who, with Gerald Mahoney, ran the survey un- 
der supervision of SRC Program Director Rob- 
ert L. Kahn, one of the major interests was the 
light thrown on a moot question among social 
scientists: Are people chosen because they fit 
a role, or do they fit the role because they are 

Text continues on page 46. 
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Even before becoming acetal or stewards, 
- , men who later got ahead at Blank’s differed 
widely from men who were to stay in work- 
force. These charts show a few ways in hare 
future foremen (FF) and future stewards 
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When men who were workmen in 
1951 became foremen or stew- 
ards in 1952, their attitudes on 
many matters changed sharply. 
Those who continued to hold these jobs 
(solid lines in charts to left) continued 
to hold the new attitudes when ques- 
tioned in 1954. Those who had returned 
to production (broken lines) tended to 
resume former ways of seeing things— 
especially ex-foremen. Charts show 
changes in a few selected attitudes at the 
three points in time. Initials show men’s 
status when questioned (W= Worker, 
F=Foreman, S=Steward). 


chosen? The answer here seems to be: They fit 
themselves to the role for which they are chosen 
by adopting the attitudes expected of them. 

But to management people, and probably to 
union brain trusts, too, there are more important 
considerations: 

What bearing do these findings have on selec- 
tion of foremen If the union can by election 
choose the best men for stewards, need we spend 
so much as we do on systematic selection proce- 
dures to find foremen? 

Are union stewards a good source of foremen? 

How necessary is management indoctrination 
and orientation, if it’s the fact of being a fore- 
man that makes a foreman management- 
minded? Should management-development for 
supervisors be redesigned in the light of this 
survey? 

Is there any way of making the pro-manage- 
ment attitudes of the foremen a permanent part 
of their outlook? (Witness the loss of these 
viewpoints when the foremen are demoted.) 

How can reductions in force be handled so as 
to avoid creation of a number of dissatisfaction- 
centers among the supervisors temporarily down- 
graded? Can we keep these men as material for 
future promotion, or need they be written off for 
good upon demotion ? 

And, looking at some areas where both fore- 
men and stewards appear to become more 
rounded citizens upon promotion—more inter- 
ested in both the individual worker and the 
company—is there any way to make use of this 
trend to build co-operation and management 
labor harmony, to the benefit of both factors? 

In seeking answers to these questions and to 
others that will occur to him, the management 
or union leader will deal, first, with these large, 
general facts turned up by the study: 

The future foreman or the future steward, 
while he is still in the undifferentiated rank and 
file, is likely to be: 

More dubious (than the rank and file) of 
management’s interest in the individual worker. 

More dubious of union leaders’ interest in in- 
dividual workers. 

A more stable person, in the sense of being 
married, having a family of three or more to sup- 
port, being native born (in or near the town of 

Continued on page 45 


If you’re now drawing, 
forming, punching, 
assembling, polishing and 
painting big parts from 
conventional materials, 
there’s no question but what 
General American’s 
‘one-shot’? molding service 
can help speed your 
production—lowers costs, 
too. Find out how plastics 
correctly applied can improve 
your products with greater 
strength, lightness, variety 
of design, molded-in color 
and fine finish. Ask a 


General American engineer 


all about it! 


See General American 
for Plastics Molding —teiies unmatched 


anywhere: injection presses to 300 ounces, compression presses to 2,000 






PLASTICS DIVISION 


GENERAL 





tons, reinforced plastics molding, die making, painting, assembly, packaging 


PLASTICS DIVISION 
GENERAL AMERICAN 
TRANSPORTATION 
CORPORATION 


135 South LaSalle Street + Chicago 90, Illinois 
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GENERAL @@ ELECTRIC 


-HER-40-POWER MICROSCOPE ASSURES 
PRECISION-ASSEMBLY—TOP TRANSISTOR QUALITY 





TRANSISTORS ¢ DIODES + RECTIFIERS 


HE EYES of this operator only see tiny transistor elements about 
= i be assembled. We see much more. In order to supply transistors 
in greater quantities and at lower unit cost, General Electric is already 
geared to mass-produce them. 

But, in additén to this widely publicized G-E “rate-grown’ tran- 
sistor, there are other germanium products of immediate concern to 
circuit design engineers. Stacked rectifiers were recently announced. 
These units are of the smallest size yet developed. They reduce com- 
parable rectifier size and weight by as much as 75%. For your appli- 
cation it is important to note the G-E stacked rectifier can be assembled 
with | to 12 fins in any of 143 standard power combinations. 

Diodes, too, share this spotlight on semi-conductor product ad- 
vancement. Last year hermetically sealed units were perfected to 
master the damaging influences of moisture or gas contamination. 
Their stability and pulse recovery characteristics ideally answer re- 
quirements of magnetic and computer customers. Production now 
moves forward rapidly. 

General Electric is at a point today where only development of 
new or improved equipment incorporating germanium products is a 
limiting factor. G-E germanium is ready to assist the engineer at work 
on business-office electronics, automation of manufacturing processes, 
muniature radios, irons, etc. So, whatever your current electronic design 
problem is, act now to obtain up-to-date information on all of the 
G-E germanium products. 


General Electric Co., Germanium Products, Section X7815, Electronics Park, Syracuse, N. Y. 


Progress /s Our Most Important Product 





12,000 in which the Blank Company is located). 
Better educated, age under 40. 
A skilled or semiskilled worker in the higher pay brackets. 
Of medium seniority—more than one year, but less than six. 
Less satisfied with his company as a place to work, less satisfied with his 
current job, more ready to hop to another. 
Willing to take either a foreman’s or a steward’s job, whichever offers. 
Less ready than the average man to see workers paid on incentive basis. 
Less in favor of the seniority principle, in general, than the average man 


and more in favor of letting ability count. 


All in all (foreman or steward), the more ambitious, less satisfied. more 
skeptical employee. 

Some details follow of the 1951 answers to specific questions, by ‘future 
foreman” (FF), “‘future stewards’ (FS), and the total workforce (TW). It 
should be kept in mind that the figures do not describe any single individuals; 
like the data of modern phvsics, they show probabilities. 
percentage of respondents who had the attribute listed or answered the ques- 


The figures show 


tion in the way indicated. 


FF TW FS 


per cent per cent per cent 





PERSONAL BACKGROUND 


High school education .......°.. 6] 33 43 
7 Sears oar Vis rate S| era ene on LOO 79 9] 
Under 40 years of si ak Be Nae ile 9] 5/7 89 
eS 2) ee a ny ea agg. 96 73 89 
Have three or more depe atelts 8 65 34 >| 
Crew We OMT OER ee 35 13 17 
JOB STATUS 
Base pay rate $1.40 an hour or more 30 16 31 
Highly skilled or semiskilled . . . . . . . 9] 69 89 
Seniority between one and five years . . 69 33 66 
DESIRE TO IMPROVE POSITION 

Would rather have another job .... . 74 51 63 
Expect to stay at Blank only until they can 

ne EST Ack AeA ar 35 10 20 
Willing to take foreman job 5 ae 78 31 57 
Willing to take steward job . . . ... . 30 19 40 

PERSONAL ABILITIES 

High comprehension . . . ae 87 63 86 
Feel they have more ability th: in most t people 

they work With .-. .... Ned tse 30 20 34 
Feel they have good vodetstendiog of man- 

agement-union contract 17 33 20 
Have read contract themselves... ... 39 22 31 

ATTITUDES TOWARD COMPANY 

How is Blank Co. as a place to work? 
A good place to work 35 46 26 
A fair place to work 56 32 48 
A poor place to work . say 9 21 26 
How does Blank Co. compare with sites 

companies? 
A better place than others. ..... . 17 27 17 
About the same as other places. . . . on 13 52 40 
Worse than other places . ) 30 19 43 
If things went bad for Blank, sheald 

the workers try to help out? 
Yes--they owe it tothe company... . 22 17 0 
Yes—it’s for their own best interest . . . 69 67 74 
No—shouldn’t do anything ....... 9 13 23 
How much do management officers care 

about workers at Blank Co.? 
RE AI oh repo tee gC ty ae + 14 9 
Care a little, or “don’t know” ...... 70 66 57 
Rms C CORE OE Ste kk a ea ee 26 18 31 
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More 


ICKER$ Pumps 


than all other makes combined are used for 


HYDRAULIC POWER STEERING 


People who look for 
quality look for 


MickERs “4 

















As the sleek modern automobiles roll over the highway, more 
and more of them have hydraulic power steering. Power 
Steering has caught the interest of all motorists. Demand for it 
is rocketing. 

More Vickers Pumps are used for hydraulic power steering 
than all other makes combined because Vickers pumps have 
the quality and characteristics needed. 

Vickers, with more than 25 years experience in building 
hydraulic pumps of all kinds (including those for power steering 
heavy vehicles) was ready with the right pump. Hydraulic 
balance eliminates pressure-induced bearing loads. Pressure 
compensation maintains optimum running clearances. The result 
is high operating efficiency, and exceptionally long life with a 
minimum of attention required. They deliver ample power 
over a very wide range of operating speeds. 











ICKERS$ incorporated 


DIVISION OF THE SPERRY CORPORATION 


1424 OAKMAN BLVD. DETROIT 32, MICH. 
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For dependable 
hydraulic power 
make sure your 


vehicles have... 


VICKERS 


Hydraulic Pumps 
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~ Give Your 
Materials Handling a 





The COLSON electraulic lifter is the most economical means of 
moving heavy loads between floor levels. Used as a dock hoist 
it speeds loading of trucks and freight cars. Easy to install — 


requires no pit or sub-surface installation of any kind. 


13 special safety features, including a general overall safety factor 
of 4, make this device the safest of its kind available to industry. 


Available with capacities to 12000 pounds, platform sizes 5 to 
12 feet, and for lifts from 5 to 17 feet. 


Do the people in your organization,who are concerned 
with materials-handling, know that The COLSON Cor- 
poration now provides the greatest variety of materials- 
handling products ever offered American Industry? 
— everything from casters to power trucks! 


Write us or consult your local phone book (under “Casters” 
“Elevators: Portable” or “Trucks: Industrial’) for the COLSON 


office near you. 









CASTERS « HAND TRUCKS « LIFT JACK SYSTEMS 
HYDRAULIC, ELECTRIC AND MECHANICAL 
POWERLIFTS AND TRANSPORTS 


CORPORATION 
Elyria, Ohio 








ATTITUDES TOWARD UNIONS 


How do you feel about unions in general? 
Most are good . 

Some are good . 

Most are bad 


How much say should the union have in 
setting labor standards? 

More than now 

Same as now 

Less than now RP ope aalt Meee tee sax a 

If there were no union at Blank, how do 
you think things would be? 

Much worse without a union 

A little worse 

The same or better . 

How much do union officers care about 
workers at Blank Co.? 

Care a lot . Pere ei 

Care a little, or “don’t know”’ 

Don’t care at all 


wind 


per cent 


48 


5 
9 


48 
48 


?? 
74 
4 


TW 


per cent 


61 
31 
3 


/6 


13 


63 
21 


10 


38 
54 


ATTITUDES TOWARD INCENTIVES 


How do you feel about the idea of paying 
a man on an incentive basis? 

Mostly for it gti: 

Both for it and against it 

Mostly against it . Spe se) (aie ad 

How do you feel about how the incentive 
system works at Blank Co.? 

Satisfied with it ers 

Neither satisfied nor dissatisfied 

Dissatisfied with it gS AW a 

Do you think there should be changes in 
the incentive system at Blank Co.? 

All right as it is now Hid Pres 

Keep it but handle it differently 

Cut it out and pay hourly rates ig 

Is a standard ever changed just because 
a man ts a high producer? 

INO. 

Yes 
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ATTITUDES TOWARD SENIORITY 


How do you feel about the way the sen- 
tority system works out? 

Seniority should count more . 

All right as it is now 

Seniority should count less 

How much should sentority and ability 
count in lay-offs? 

Seniority should count more . 

The same ripe eee 

Ability should count more . 


How much should seniority and ability 
count in moving to better jobs? 

Seniority more . 

The same 

Ability more | 7 AG 7 ee See 

How much should seniority and ability 
count in promotion to foreman? 

Seniority more . 

The same 

Ability more 
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Breaking Through the Cost Barrier 
with WINEIWAE 120 Punched-card Electronics 


A whole new world of vital facts about 
your business has been opened up... 
by punched-card electronic computing! 


The raw figures have always been on hand 
...costs, sales, price changes, volume... 
and hundreds of other factors. But inte- 
grating and interpreting them would have 
meant too much mathematics, too much 
time and too much money for most concerns. 


= O 2D & RN 


Miraculous electron ‘accounting has 
changed all that. Today, you can get the 
answers simply, economically ...in hours 
or even minutes! 

The new Univac 120 punched-card com- 
puter analyzes your operation, reveals the 
crucial factors behind your profit changes, 
weighs the relative effect of each. At last, 
you can make decisions based on complete 
facts ...awmmediate facts. 


Univac 120 was created by the same 
skill and experience that produced famous 
Univac itself. And other applications for 
Univaec are endless... payroll accounting, 
production scheduling, billing, scientific and 
engineering figurework, to name a few. 

Why don’t you put it squarely up to us 
to show how Univac 120 punched-card 
computer methods can boost your profits? 
Room 1110, 315 Fourth Ave., New York 10. 


M€emingtore. Fkcarsdl. EvectRONIC systems 
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This progress photo shows a portion of the 38-acre assembly plant. The completed structure will also include administrative offices, 
employees’ facilities, a garage, and plant services. General contractor for the project was Fred J. Brotherton, Inc., of Hackensack, N. J. 


lant Ford Plant Erected in 78 Days 


Here’s one of the speediest jobs of steel erection you’re likely to 
hear about. It’s Ford Motor Company’s tremendous new plant at 
Mahwah, N. J., biggest of all the Ford assembly plants. 

Starting on February 11, 1954, Bethlehem crews began setting 
steel for the simple column-and-truss frame as it arrived by rail 
from the fabricating works in Pottstown, Pa. Close on the heels 
of the erection gangs came the bolting crews. Working far faster 
than would be possible with rivets, they set nearly 250,000 bolts, 
including about 150,000 high-strength bolts. Thanks to speedy 
bolting, and to a carefully planned and executed job schedule, 
the 9,600-ton steel framework was completely raised by May 19, 


completely bolted by May 28—just 78 working days after the 
job began! 

An interesting sidelight is the fact that, at about the same time 
that Bethlehem Steel Company was working on the Mahwah 
plant, erection crews of Bethlehem Pacific were constructing 
another large Ford assembly plant at Milpitas, Calif., near San 
Francisco. The use of high-strength bolts enabled the crews to 
erect the 7,650-ton steel skeleton at the rate of two acres a week. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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® New orders outpace production 
@ Collections less troublesome 


© Factory employment increases 


Can the Boomlet Grow? 


At the start of the new year, many business 
men felt like a husband on a second honeymoon. 
They wondered, without actually putting the dis- 
turbing question into worrisome words, how 
long the pleasant revival would last. 

Those who look for an early end to the recov- 
ery insist that it depends overwhelmingly on the 
consumer acceptance of the 1955 cars. However, 
more significant is the continuing rise in the two 
factors—total inventories and defense orders— 
which contributed the most severe downward 
pressure during the 1955-1954 recession. 

As during recent months, several key sectors 
of the ecenomy—retail trade, factory jobs, pro- 
ducers’ new orders, steel output—were surpass- 
ing seasonal expectations last month, according 
to early reports from 60 cities in 39 states. Indus- 
trial buyers have become much less reluctant to 
extend their commitments beyond the needs of 
the immediate future, since inventories appear 
less unwieldy in the light of recent rises in over- 
all demand. While there have been scattered 
price rises, primarily in metals, most prices have 
not moved upward with the recovery in general 
business, possibly indicating that productive ca- 
pacity is more than sufficient to satisfy rising 
demand. 


Near-great Expectations 


How does the new year shape up in the imagi- 
nations of the hosts of professional economists 
who have been offering their nuggets of wisdom 
at business meetings? Most economists expect 
business activity in 1955 to top that of 1954, but 
not match the all-time record set in the very 
boomy year 1953. Since the gap between 1954 
and 1953 was about 2 per cent, the estimate 
seems to be an attempt at statistical sharp- 
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shooting in placing gross national product for 
1955 between $356 and $365 billion. 

If the present momentum carries total busi- 
ness activity this year beyond that of 1954, as 
seems most likely, enough impetus may be 
gained to surpass 1953 and set a new record. Of 
course, gross national product, which is the 
measure of all goods and services produced, ob- 
scures the changes in various industries which 
could be quite startling with the shifting mar- 
kets now present. 

The better-than-seasonal surge in total indus- 
trial production which began last Fall helped to 
temper the usual December decline. The seasonal 
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SELECTED 
BUSINESS INDICATORS 


LaTesr Previous YEAR 


Week” Weex Aco 


Steel Ingot Production.... 1/6 194 , 144 
Ten Thousand Tons 

Bituminous Coal Mined... 88 85 86 
Hundred Thousand Tons 

Automobile Production.... 169 170 123 
Thousand Cars and Trucks 

Electric Power Output.... 991 985 890 

Ten Million KW Hours 

Freight Carloadings....... 654 662 652 
Thousand Cars 

Department Store Sales.... 223 192 216 
Index Number (1947-—1949=100) 

Wholesale Prices.......... 109 =: 109 110 
Index Number (1947-1949 = 100) 

Bank Clearings........... 893 887 874 


Hundred Million Dollars 


Money in Circulation...... 
Hundred Million Dollars 


Business Failures.......... 
Number of Failures 


308 307 8 310 
208 223 210 


*Steel and bank clearings data are for the fourth week 
of December; all others are for the third week except 
coal, freight, and sales which are for the second week. 
Sources: Amer. Iron & Steel Inst.; Bureau of Mines; 
Automotive News; Edison Elec. Inst.; Assn. of Amer. 
Railroads; Bureau of Labor Statistics; Dun « Brap- 
STREET, INc. 
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®@ Better-than-seasonal gain in output 


@ Personal income at record level 


@ But failures at five-month high 


decline in soft goods was largely offset by gains 
in the making of automobiles, metals, and ma- 
chinery, so that the slight dip in December was 
probably much smaller than in recent years and 
in vivid contrast with the sharp drop in De- 
cember 1953 when the inventory recession was 
deepening. 

Steel production, the object of many happy 
glances in recent months, closed the year with 
a total production of about 88 million tons, com- 
pared with the record of 112 million tons in 
1953. Steel producers did not feel overly opti- 
mistic in anticipating a volume of about 105 mil- 
lion tons for 1955. They were off to a propitious 
start since orders for most types of steel extend 
through the first quarter and for cold-rolled 
sheets even into the second quarter. 

The rebound in steel output which began in 
September carried output up about 35 per cent as 
many steel consumers apparently realized that 
inventories had been allowed to shrink too 
severely. After reaching the highest 1954 ievel 
in November, steel-making was sustained in De- 
cember, contrary to the usual pattern of a year- 
end decline. During December mills continued 
to receive new orders at a much faster pace than 
shipments, thus augmenting already rising back- 
logs. While auto-makers accounted for a larger 
share of steel orders than in recent years, com- 
mitments came from an entire spectrum of in- 
dustries. Production of steel is expected to out- 
pace consumption in the months to come (a 
reversal of the pattern during most of 1954) as 
many steel consuming industries add to their 
inventories. 


In High Gear 


The automobile industry closed the year with 
a burst of speed in keeping with the hefty 
horsepower of the new models. During the final 
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Need *25,000?...5 million?... 


for months?...years?... 


SOLVE YOUR 
1955 CASH 
PROBLEMS 
NOW ...cer in touch with 


Commercial Credit 








ee year, hundreds of companies, large and small, discovered 
CoMMERCIAL CreEpiT’s method to be the ideal way to supple- 
ment cash working capital. They used more than 600 million 
dollars of our funds for that purpose alone—ample testimony 
ot a 


Commercial Credit’s method is reasonable... 


No preliminary expenses, no long-term commitments, only one 
single charge, which is a tax-deductible expense. 


Commercial Credit's method is flexible... 


No negotiations for renewal—funds are available continuously 


——increasing or decreasing as your need varies. 


Commercial Credit's method is fast... 
No delay—cash usually available within three to five days 


after first contact. 


If you can use additional funds—temporarily or continu- 
ously—without outside interference in ownership or manage- 
ment—for modernizing vour plant, developing new products, 
exploiting new markets, etc.,; etc . . . write, wire or phone the 
nearest CoMMERCIAL CREDIT CoRPORATION Office listed below. 
Just say: “Send me information about the plan offered in 


> 


Dun’s Review and Modern Industry.’ 


Cuicaco 6—222 W. Adams St. 
New York 17—100 E. 42nd St. 


San Francisco 6—112 Pine St. 


Bautimore 1—200 W. Baltimore St. 
Los Anceies 14—722 S. Spring St. 


A Service Available Through Subsidiaries of 


COMMERCIAL CreDiT COMPANY 
Capital and Surplus Over $170,000,000 





The hand - 
BUSINESS 





two months of the year, output 
topped the all-time high 
in the similar period of 1950. 

By the middle of December the 
millionth 1955 model had already 
rolled off the assembly lines. Auto- 
makers have been rushing 1955 
models to dealers to take advantage 
of the robustly revived interest of 


even 


consumers who have placed orders 
in advance of current output. Per- 
haps the impetus has also come 
from the announced intentions of 
the UAW to press strongly for the 
guaranteed annual wage when the 
current contract with General Mo- 
tors expires in May. 

The possible early saturation of 
the market for 1955 cars has dis- 
turbed the sleep of those who be- 
lieve that the substantial recovery 
in automobile production is one of 
the main props for general busi- 
ness at the present time. With the 
current rate of production, the satu- 
ration point, at which new cars 
become stuck with dealers, could 
come sooner than last year when 
about six months passed before deal- 
ers faced this situation. However, 
the changes in the new models, 


Industrial Production 
Unadjusted Index: 1947-1949 = 100; Federal Reserve Board 









195! 1952 1953 1954 
January 121 119 132 124 
February 123 123 126 
March 124 123 126 
April 123 I 









May 136 

June 136 

July 129 

August it 130 123 
September 121 135 125 
October 122 ; 1360 130 
November 120 134 130 130 
December 118 131 124 12g 


t Approximation; figure from quoted source not available. 


Wholesale Commodity Prices 


Index: 1947-1949 =: 100; U. S. Bureau of Labor Statistics 


















195! 1952 1953 1954 
January 115.0 113.0 109.9 110.9 
February 116.5 112.5 109.6 110.5 
March 6.5 112.3 110.0 110.5 
April 111.8 109.4 111.0 
May 115. 109.8 r 
June 115.1 1P1.2 
July 114.2 111.8 9 110.4 
August 113.7 112.2 110.6 110.5 
September 113.4 1118 111.0 110.0 
October 113.7 PEt. 110.2 109.7 
November 113.6 110.7 109.8 109.8 
December 113.5 109.6 110.1 109.5+ 


t Approximation; figure from quoted source not available. 


Employment 
Millsons of Persons: U. S. Bureau of the Censut 

195! 1952 1953 1954 
January 59.0 59.7 60.5 59.8 
February 58.9 $9.7 60.9 60.1 
March 60.2 §9.7 61.5 60.1 
April 60.0 60.1 61.2 60.6 
May 61 6 61.1 
June , 2. 3-2 ; 
July 2.5 62.2 63.1 62.1 
August 62.6 62.4 63.4 62.3 
September 61.6 62.3 62.3 62.1 
October 61.8 61.9 62.2 62.1 
November 61.3 62.2 61.9 61.7 
December 61.0 61.5 60.8 61.1t 
Includes all civilian workers. 
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which have been much more than 
face-lifting, have aroused consumer 
enthusiasm to a pitch not encoun- 
tered since the heady days immedi- 
ately following the Korean clash in 
June 1950. Probably more impor- 
tant, many consumers will finish 
their payments this Spring on cars 
bought when the Government re- 
laxed credit curbs in May 1952. 

Automobile production __ rose 
slightly in December when output 
usually declines so that production 
for the entire year 1954 came to 
about 5.5 million cars. It was sur- 
passed by the total of 6.7 million 
cars in 1950 and by the 6.1 million 
in 1953. Industry spokesmen are 
looking ahead to a total output of 
5.8 million cars this year. 

Although the most spectacular 
gains during the recovery which be- 
gan last Fall have been scored by 
the auto-makers, it does not follow 
that the new boomlet depends pri- 
marily on how responsive the con- 
sumer is to the blandishments of 
auto dealers. Many other industries 
—construction, household goods, de- 
fense plants, machine-tool makers 
—have placed extended commit- 


Consumer Price Index 
Index: 1947-1049 = 100; U.S. Bureau of Labor Statistics 











195! 1952 1953 1954 
January 108.6 113.1 1134.9 115.2 
February 109.9 112.4 114.4 115.0 
March 110.3 112.4 113.6 114.8 
April 110.4 14 ; 
May 110.9 3.0 114.0 115.0 
June 113.4 114.5 11S 
July 110.9 114.1 114.7 11S.2 
August 110.9 114.3 115.0 115.0 
September 111.6 114.1 115.2 114.7 
October 112.1 114.2 115.4 114.5 
November 112.8 114.3 115.0 114.4 
December 113.1 114.1 114.9 114.5% 


t Approximation; figure from quoted source not available. 


Industrial Stock Prices 
Monthly Average of Daily Index: Dow Jones 









195! 1952 1053 
January 244.45 271.71 283.47 4 
February 253.32 265.19 283.94 
March 249.50 264.48 286.79 15 
April 253.36 262.55 275.28 310.91 
May 254.36 322.85 
June 327.9! 
July d 341.26 
August ; 346.06 
September c ‘ 3§2.70 
October 269.73 267.77 270.73 358.29 
November 259.61 276.37 277.09 375.70 
December 266.08 285.95 281.15 390.00t 


Based on closing prices of 30 industrial stocks. 


Retail Sales 
Billions of Dollars: U. S. Department of Commerce 












195! 1952 1953 1954 
January 12.6 11.8 13.0 12.3 
February 11.7 11.7 12.3 12.1 
March 13.4 12.7 14.0 13.5 
April 12.5 13.4 14.2 14.3 
May 13.3 14.4 14-3 
June 13.3 13.8 
July 12.4 13.4 













August 13.3 : 
September 3. 14.1 
October 13. 14.8 14.7 
November 14.4 14.0 14.0 14.6 
December 14.4 16.9 16.4 16.81 


t Approximation; figure from quoted source not available. 
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Somewhere in your setup, there’s a spot where one of our 
special alloy steel products (stainless or heat-resistant, 
tool or electrical) can be used to gain you a real advan- 
tage. Right now! It might come from reduced production, 
maintenance or depreciation costs. Or it might come from 
increased sales appeal: gaining an edge on competition 
in beauty, strength, service life or performance. The 
WRITE TODAY advantage is there—and our Research and Engineering 
Staffs are ready to help you find it. Allegheny Ludlum 
For These Publications Steel Corporation, Oliver Building, Pittsburgh 22, Pa. 


1. SPECIAL STEELS FOR INDUSTRY 
. . . 16 pages of essential data on the proper 
selection and application of principal AL 


Scculnak atueatenie PIONEERING on the Horizons of Steel 


2. PUBLICATION LIST . . . a complete 


listing of all AL publications, both technical 

and non-technical (over 100 in all), with a 

handy order. form for your convenience. e en ij ini LEADING propuctr 
HiGH-attoy Stee 




















ADDRESS DEPT. DR-6I 


W4&dD 5144-8 





Stocks of Allegheny Stcinless carried by all Ryerson Stee! warehouses 
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~ New-type coating cuts 
tank lining expense 





* * ,-¢ © @ ew. 2 2 828 64 8 8 6 2 6. 2 a . 


‘‘Mr. Cost Cutter’ reveals how users improve protection 


and save with sprayed-on plastisol coatings 





DL) evelopment of the first practical 
sprayable plastisol materials by 
United Chromium opened wide new 
opportunities for saving in corro- 
sion control. Two cases illustrate 
how these heavy-duty vinyl! plastic 
compounds are superseding con- 
ventional lining material with spec- 
tacular results. 

In one instance, the plating divi- 
sion of an automobile company used 
Unichrome Coating 5300 in a big 
way on rinse and electrocleaning 
tanks. Why? Because it was found 
that the outside as well as inside 
of tanks could be protected with 
heavy plastisol coatings for less 
money than it formerly cost to line 
just interiors with plastic sheets. 











At another plant, tumbling bar- 
rels lined with Unichrome Plastisol 
Coating were compared with others 
lined with synthetic rubber. Sub- 
jected to the roughest kind of pro- 
duction for 9 months, the plastisol did 
more work because of its toughness 
and chemical resistance, proved 
more durable than equal thicknesses 
of rubber—and cost only halfas much. 





MORE’ WAYS UNITED. CHROMIUM HELPS CUT COST OF COATING METALS . 
Chromium plating economies Source of power—and savings 
With Unichrome SRHS Chromium Unichrome Rectifiers are unusual 
Solutions, bumper plating in- in design of rectifier stacks, trans- 
creased 33% at one plant... bath former ratings, wiring and insula- 
upkeep costs dropped 40% for still tion details — te give long service 
another user...for a third, work with high efficiency in plating,an- 
took only 24% hours instead of 342, odizing. Result: lower cost per year. 


came through with fewer rejects. 
eo*eneeenstetenereesee8e8fe82e282228282808@08068@28080808080808C—*@em—@O eC eOmUClmMUcmlUCUOCU}!CUC!CVOCLCOTC OCcUch}!CWCUC!CHC8OCUch]hUCcMOhUC OMmhUCUC«U ShCUF 


To finish it better and SAVE call in “‘The Unichrome Man’”’ 


rnc rt" 
(3) A diversified line of products 


for decorative and functional fin- 


UNITED CHROMIUM, ishing — including plating proc- 


esses and equipment, protective 
INCORPO RATE pH coatings, chemical conversion 
coatings for zinc; (4) Thinking 
geared to cost-cutting product- 
Waterbury 20, Conn. , Detroit 20, Mich. improving possibilities. 
Chicago 4, ttl. «+ Les Angeles 13, Calif. 

tin Canada: 

United Chromium Limited, Toroate 1, Ont. 


United Chromium offers you the 
advantages of: (1) 25 years of 
specialized experience in metal 
finishing; (2) Wide experience in 
both organic and plated finishes; 





100 East 42nd St., New York 17, N. Y. 


We'd welcome an opportunity to 
help you “Finish it better AND 
SAVE.” 
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ments for steel and other materials. 

Industry’s spending plans for new 
plants and equipment in the first 
quarter of this year call for a slight 
dip, about 3 per cent, from the final 
quarter of 1954. For the past sev- 
eral months, actual expenditures 
have surpassed earlier intentions. 
Expenditures by railroads and other 
transportation groups, and by com- 
mercial and construction enterprises 
are scheduled to gain slightly. 


5* 


Order Backlogs Boosted 


Data on total business inventories 
are as slow-moving as the stocks 
themselves. The most recent Gov- 
ernment estimates on this pivotal 
sector of business indicated that in 
the beginning of November total 
stocks amounted to $77.9 billion, a 
decline of 6 per cent from a year 
betore when the inventory slashing 
began. Spot surveys of manufactur- 
ers and merchants in 140 cities in 
46 states indicated that stocks were 
probably up slightly in early De- 
cember. This would be the third 
straight month in which total in- 
ventories were expanded in keeping 
with seasonal demands. The expan- 
sion of inventories, which is viewed 
as investment by most economists, 
provides a broader market for many 
industrial goods. 

During November manutactur- 
ers new orders were apparently in 
excess of sales (shipments) as in the 
previous two months. Manufactur- 
ers consider this bread-and-butter 
ratio much more significant than 
the cumbersome movements of 
gross national product (so dear to 
the hearts of economists) and draw 
from it confidence to extend their 
own orders, thus multiplying the 
effects of recovery. 

In early November the backlog of 
manufacturers’ unfilled orders, a 
basic barometer of future perform- 
ance, was at $48.2 billion and most 
likely continued to rise last month. 
However, it was still down consid- 
erably from the all-time high of 
$77.9 billion reached in September 
1952. 

As in the prior month, manufac- 
turers added workers to their pay- 
rolls in December according to pre- 
liminary information from 39 states. 
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Your load’s ready 
to ROLL... with 


new PAL-BOY 


SINGLE STROKE MECHANICAL 
LIFT PALLET TRUCK 


\mazingly easy to handle, 
lighter, smooth-rolling, new low- 
priced “Pal-Boy” is a great time- 
saver on single or double pallet 
loads up to 2500 Ibs! ONE swift 
handle-stroke lifts your load to roll- 
ing position. New ball bearing 
booster rollers on each fork sim- 
plifies positioning under pallets. 
las many new safety and load- 
saving features. 











WIRE or write for new bulletin and low prices on 
these new Weld-Bilt SINGLE STROKE time-savers. 


WEST BEND EQUIPMENT CORP. 


MATERIALS HANDLING ENGINEERS 





303 WATER STREET, WEST BEND, WISCONSIN 








paves Typing Time... 
Stops Eye Fatigue! g 
PANAMA 


‘COPY-HO™ xox 


Panama-Beaver’s exclusive patented carbon 
paper box has a built-in copy holder that 
flips open with a flick of the wrist. Keeps 
copy material upright and in full view... 
speeds work... cuts office costs. Folds up 
neatly under box lid after use. COSTS 
NOTHING EXTRA when you buy Panama- 
Beaver Carbon Paper—America’s sharpest- 
writing, cleanest-erasing smudge-free 
carbon! 

Have the Panama-Beaver representative 
near you show you the Copy Holder Box 
without obligation! 


-y 7 
PANAMA-BEAVER 
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MANIFOLD SUPPLIES Co 19 Rector $t., N.Y 6,N.Y,. 
Ebony Duplicating Carbons * Eye-Saver 





Unimasters * Lustra Colerful Inked Ribbongy 
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TRANSFER RECORDS 
THIS EASY WAY 
AND HAVE... 
ECONOMY, 


SYSTEM, 
SAFETY! 


STORAGE BOXES 





Protect your inactive business records 

with proper storage. LIBERTY STORAGE 

BOXES are constructed of highest test 

corrugated fibre-board. Dust-proof, spiil-proof 
protection. Liberty’s storage system assures /ast- 
finding of any record. Try LIBERTY BOXES for 
quality and low cost. 25 stock sizes. 

Sold by leading stationers. 


Send today for FREE Catalog 
picturing and describing 
economical record storage 
products for every business. 


BANKERS BOX COMPANY 


720 S. Dearborn Street * Chicago 5, Ill. 





THE TIME-TESTED RECORDING SPEEDOMETER 
Cut costly truck 
maintenance and encourage 
better driving... 











ALL THIS CHARTED 
FOR YOUR RECORDS 


e WHEN ENGINE STARTED 
HOW FAST IT TRAVELED 
WHEN VEHICLE WAS 
IN MOTION 
WHEN VEHICLE STOPPED 
HOW LONG IT IDLED 
DISTANCE BETWEEN STOPS 


a 
Automatically controlled, needle-like points record 
all vital information on a wax-coated chart which 
is placed inside the Tachograph at the start of each 
day. In addition Tachograph-equipped vehicles 
have fewer accidents, spend less time in repair 
shops, save gas and tires, and earn lower insurance 
rates. Coupon below will bring you copy of 
Bulletin SU-3. 


Drivers Like 


TACHOGRAPHS (7 


They help them become better 
drivers—they correct bad driving 
habits and give protection against 
false accusations. 
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| Wagmer ELECTRIC CORPORATION | 
| 6439 Plymouth Avenue, St. Lovis 14, Mo. | 
| Please send me free bulletin SU-3 | 
| NAME | 
| COMPANY 
| ADDRESS | 
| city STATE | 
| We operate (number) vehicles S54-11 | 
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However, the lengthening of pay- 
rolls was not on a par with the 
gains in output since new machin- 
ery and perhaps workers’ anxiety, 
itself, have boosted productivity. 

In November factory jobs had 
edged upward to the highest level, 
16.1 million, since last March. Al- 
though there were nearly one mil- 
lion fewer workers in manufactur- 
ing than there were in November 
1953, producers were able to equal 
the output of the earlier period. 

There were early indications of 
another slight rise in unemploy- 
ment in December but the total 
most likely remained close to three 
million as during the previous three 
months. It was up about 700,000 
from the year-ago level but a like 
amount below the post-Korea high. 

Personal income from non-farm 
sources (about 90 per cent of total 
income) expanded slightly again in 
November as it did in_ recent 
months. For the entire year 1954 
total personal income was about 
equal to the record level reached 
in 1953, thus bolstering spending. 


How Shoppers Behaved 


Preliminary information from 
Dun & Brapstreet reporters in 60 
cities in 39 states pointed to a near- 
record volume of $16.8 billion in re- 
tail trade for last month. While this 
topped the total of December 1953 
by 2 per cent, it did not quite match 
the all-time high attained in De- 
cember 1952. More 
spent in food stores and at gasoline 


money was 
service stations than in any Decem- 
ber on record. 

During the entire year of 1954, 
retail trade was down only about 
1 per that of 1953. 
Changes varied from a drop of 6 per 


cent from 
cent in the sales of automobiles to 
a rise of 8 per cent at gasoline serv- 
ice stations. While apparel sales dur- 
ing 1954 were off about 2 per cent 
from the prior year, food volume 


which is four times larger, was up 


2 per cent. 

The very small dip in retail sales 
in 1954 was in clear contrast with 
the sharp shrinkage in payrolls and 
factory employment. The increase 
in unemployment insurance pay- 
ments, Social Security benefits, 
wage rates, and the decrease in sav- 
ings helped to sustain retail volume. 
Postponable purchases such as auto- 
mobiles were deferred during 1954 


as many consumers were apprehen- 
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Famous 

the world over 

for instant answers — 
automatically accurate! 


COMPTOMETER 


More and more, businesses everywhere are counting on 


Adding-Calculating 
Machines 


Comptometer Adding-Calculating Machines 


figure work. . 


Direct action gives instant answers. 
prevents errors--signals the operator by sight, sound, 
. Floating touch speeds work, dual-action gives 
Call your Comptometer repre- 
sentative, or fill out and return the coupon below. 


touch 


you two machines in one. 





COMPTOMETER ADDING- 
CALCULATING MACHINES 
are made only by Felt & 
Tarrant Manufacturing Co., 
1722 N. Paulina St., 
Chicago 22, Ill. Offices in 
principal U.S. cities and 
throughout the werld. 


FELT & TARRANT manuractuRING company 


° 1722 N. Paulina St., Chicaga 22, IMinois 
Please send me, without obligation or cost, complete infor- 
° mation about the world-famous COMPTOMETER ADDING- 
CALCULATING MACHINES. 


Name 
° Company 
m Address 
City Zone 
s os . 7 . 7 . 7 . . . ° 
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. to cut profit-wasting time and costs. 


Three-way control 








BIG REASONS 





WHY YOU SHOULD LEASE 
SALESMEN’S CARS 


| FROM 














18 continuous years of leasing automotive fleets 
to America’s leading industries. 








No capital investment to salesmen or company. 














Improved salesmen’s morale—solves mileage in- 
equities. 





Plan includes complete maintenance—new cars 
provided regularly. 


ee. All costs are tax deductible operating costs— 
administrative details rninimized. 








ZY Ba Get the facts today. 
VA : Ne Write for the 
“FOUR WHEELS PLAN” Pou = 
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y Z booklet rz PELs 
FOUR WHEELS, INC." 


6200 N. Western Ave.—Chicago 45, ti, DEPT.D—102 
America’s Foremost Automobile Leasing Company — Operating in 48 States. 
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sive about the job outlook. The de- 
mand for household goods was al- 
most unchanged from the peak level 
of the prior year as new homes were 
built at the rate of 1.3 million a year, 
which was surpassed only by the 
total of 1.4 million in 1950. Builders 
would not be surprised if 1.5 mil- 
lion new homes were built in 1955. 

Construction activity receded sea- 
sonally in November but continued 
to display reassuring strength. Both 
building permits and contracts for 
future construction pointed to new 
records yet to be achieved. 

As they have for the past few 
months, business men reported that 
their collections in December were 
becoming less troublesome. While 
delinquencies and requests for de- 
layed payments were more common 
than in December 1953, manufac- 
turers and wholesalers were not dis- 
turbed by the tardiness of some of 
their customers. Retailers, however, 
were frequently nudged uncomfort- 
ably by the horns of a dilemma: 
they had to extend easy credit to en- 
tice customers although the number 
of delinquent accounts had risen 
about 20 per cent during 1954, 


But Failures Mount 


Business failures in November 


Faritures BY Divisions or INDUSTRY 


Number Liabilities 

(Current liabilities in 11 Months il Months 
millions of dollars 1954 1953 1954 1953 
Mininc, Manuractrurine 2,078 1,664 153.8 135.1 
Mining—Coal, Oil, Misc. 39 38 Se * 
Food and Kindred Products 165 148 15.1 17.5 
Textile Products, Apparel 504 420 25.8 27.8 
Lumber, Lumber Products 300 255 14.5 12.7 
Paper, Printing, Publishing 117 100 «68.8 10.4 
Chemicals, Allred Products 67 57 4.9 7.1 
Leather, Leather Products. 94 95 6.4 70 
Stone, Clav, Glass Products 54 35 2.1 1.8 
Iron, Steel, and Products. 103 56 96 10.8 
Machinery 273 143 36.2 21.2 
Transportation Equipment 48 a2 5.4 5.7 
Miscellaneous........... 314 265 17.0 10.5 
Wuoresace Trapt .. §,034 848 50.0 48.0 
Food and Farm Products.. 271 241 $412.8 15.6 
Apparel oe | 43 36 1.4 1.2 
Dry Goods... 56 39 2.3 2.2 
Lumber, Bidg. Mats, Hdwre. 100 93 4.6 8.6 
Chémicals and Drugs. 43 3] 1.1 1.3 
Motor Vehicles, Equipment 52 35 1.8 1.1 
Miscellaneous. .......... 469 373 26.1 18.0 
RetTamw. Trape.......... 5,078 3,999 137.0 107.5 
Food and Liquor dp: thie) as 926 812 13.4 14.4 
General Merchandise,.... 178 139 6.8 4.1 
Apparel and Accessories. . . 757 —s- « 5546—«s«*d1'4««3s*i2:4..0 
Furniture, Furnishings.... 850 642 42.1 24.5 
Lumber, Bldg. Mats, Hdwre. 287 200 —_ 9.2 6.4 
\utomotive Group : am 546 479 19.6 16.1 
Eating, Drinking Places... 900 727 «6116.7 16.3 
ee SRE SE eee 145 107 4.4 3.9 
Miscellaneous........... 471 347 «610.6 79 
CONSTRUCTION . spe’ Cee 935 50.9 39.2 
General Bldg. Contractors. 406 354 26.6 19.6 
Building Subcontractors. . 72 530 21.4 By 
Other Contractors. ...... 48 51 2.9 x 
CoMMERCIAL SERVICE.... 804 603 30.8 20.6 
Totau Unirep Srates.... 10,169 8,049 422.5 350.4 


Liabilities are rounded to the nearest million; they 
do not necessarily add to totals. 
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GRAPHIC VISUAL CONTROL 





THE BOARDMASTER SYSTEM 





+e Simple ond Flexible. Write on Cards, Snap in Grooves 
PRODUCTION © TRAFFIC © SALES 
\  24-Page Illustrated 
Write Today for Your Copy 


% Graphic Picture of Your Operations — Spotlighted by Color 
% Facts at a Glance — Saves Time, Money, Prevents Errors 
% Made of Metal. Compact, Attractive. Over 40,000 in Use 
Some Typical Applications mac 
$ 50 
INVENTORY © SCHEDULING 4g 
LOADING © AND MANY OTHERS 
FREE ) sookttt no.p200 
Without Obligation 
GRAPHIC SYSTEMS 
55 West 42nd Street © New York 36, N. Y. 
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less 


Motor 


FREE 


Circular 


Dealer Inquiry Invited 


CUT COSTS 


with 


ALLEN Punch Press 


2-Ton Power Bench Type 
Powerful, Dependable, Economical 


For light work-—stamping, forming, riveting— 
metal, fiber or other material. 

Overall height 193%” ... Base size 9 x 
8," ... Die bed 61%” x 8... Ram face 
114” x 314” ... Ram stroke %” .. . positive 
3%” ram adjustment. . . sturdy, single pin, 
non-repeat hand lever clutch ... V-belt 
drive... weight 105 Ibs. 

Requires only ¥, H.P. motor. 

The machine of a thousand uses! Adequate for 
many types of work now done on large presses 
at greater expense. 


30-Day Money-Back Guarantee 


Order TODAY. Price $97.50 F.O.B., Clinton, 
Mo. (Includes Motor bracket, V-belt, motor 
pulley, less motor) 


ALVA F. ALLEN, DEPT. DR, CLINTON, MO. 
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16mm. PROJECTORS 





CONSIDER 
SERVICE 
When Buying 


The DeVrylite is the finest 16mm. projector 
on the market. Your selection of the DeVrylite 
is justified by every comparison of quality- 
built features. It is designed and built for 
long trouble-free service. 


And speaking of service, you'll need a 
minimum of it with a DeVrylite projector. If 
you ever do need service, though, you'll find 
that Technical Service, Inc., has the finest 
service organization available. Prompt de- 
livery of parts and immediate service by 
highly skilled technicians are always assured. 


DeVrylite projectors are designed so that 
owners can make most of the service adijust- 
ments—if and when required. Lamps, ampli- 
fier and all mechanical parts are conveniently 
located for easy service without any special 
tools. 


So, when buying a 16mm. projector, consider 
service. Select one that requires a minimum of 
service, that is easy for the user to adjust and 
that has a fine nationwide service organiza- 
tion. By all standards of performance and 
service, DeVrylite will continue to be your 
best buy—now and in the future. A new 
brochure offers you complete details. Write 
for your copy today. It’s free. Dept. D. 


Technical 
Service 
Incorporated 


30865 Five Mile Road 
LIVONIA, MICHIGAN, U.S.A. 
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rose 7 per cent to the highest level 
in five months, and were at the 
highest November level since 1940. 
They were about even with No- 
vember totals in the 1934-1938 
period. Concerns have succumbed 
at a higher rate only twice in the 
post-war era, in February and 
March 1954, but this mortality rate 
still remains considerably below 
that in 1939 and 1940. 

All of the November increase was 
concentrated in retail trade where 
the toll mounted to the highest level 
since April. All retail lines rose in 
November with the most notable 
increase in apparel stores where 
casualties almost doubled to a seven- 
month high. In manufacturing, 
changes were slight in November in 
most industries. Failures among 
lumber and furniture manufactur- 
ers fell to the lowest level in almost 
a year and a half. 

Six of the nine regions had in- 
creased failures in November. The 
Middle Atlantic States had the most 
since April 1954 and New England 
since December 1953. Only 
marked decline took place, in the 
East North Central States, where 
the toll was the lowest since Janu- 
ary 1954. In all regions, more busi- 
nesses failed than in November 
1953, with the sharpest rise in the 
South Atlantic States. Most of the 
month’s rise was centered in the 25 
large cities. Tolls mounted consid- 
erably in New York, Los Angeles, 
and St. Louis. 


one 


Tue Farcure Recorp 


CurRENT.........§$35,067 $29,000 $36,795 
p TP NS ee Bec 26,780 29,308 


*Apparent annual failures per 10,000 listed enter- 
prises, formerly called Dun’s INso_vency INpex. 
tPer cent change, Nov. 1954 from Nov. 1953. 


Nov. Oct. Nov. P.C. 
1954 1954 1953 Chg.t 
Dwuwn’s Farture Inpex* 
Unadjusted. .... 46.4 39.9 41.7 +11 
Adjusted, seasonally 46.4 42.4 41.7 +11 
Numseror Famures 933 871 815 +14 
NuMBER BY S1ze or Dest 
Under $5,000. .... 143 150 112 +28 
$5,000-—$25.000.__. 491 447 405 +21 
$25,000—$100,000. 236 220 228 + 4 
$100,000 and over. 63 54 70 —10 
NuMBER BY INpDustTrY Groups 
Manufacturing. 17 189 175 +2 
Wholesale Trade. . 86 91 sg8 — 2 
Retail Trade..... 490 414 389 +26 
Construction... .. 110 109 97 +13 
Commercial Service 68 68 66 + 3 
(LIABILITIES in thousands) 


— Vi 


36,996 


Business Fartures include those businesses 
that ceased operations following assignment or 
bankruptcy; ceased with loss to creditors after 
such actions as execution, foreclosure, or attach- 
ment; voluntarily withdrew leaving unpaid obli- 
gations; were involved in court actions such as 
recewership, reorganization, or arrangement; or 
voluntarily compromised with creditors out of 
court. 


CurReENT Liasiitigs, as used in the Failure 
Record, have a special meaning; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
compames, or the Government. They do not in- 
clude long-term, publicly held obligations. Off- 
setting assets are not taken into account. 
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* Name and 
interesting 
details 


On request 


— 
“ 
—— “4 


Lr 
TT I 


eee ieee En Se a 





Americas Finest 
tercommunication 





pn 














-{deletalk 





el 





between key departments 
in three-story business” 


By means of a Teletalk Intercommunication system 
consisting of 17 master stations and 16 speaker stations, 











the various departments of a large three-story California 
electrical supply business* can have split-second voice 
contact with each other. 
This business firm has found that it pays to use the 
genuine Teletalk—unquestioned leader in the quality 
field. ‘‘Our maintenance costs are low... we are highly {9 
pleased with Teletalk’s time-saving convenience,’’ states » 
an executive spokesman. " 
eee | : 
——— TELETALK _ LI eet % 
ae, % : CAN BRING SAVINGS Z 7 Peas | 
ey Le Sas FOR YOUR BUSINESS —32- ~— 


a 


Even though your business may need only two stations — 
instead of the above- 
time, steps, energy and money for you. A wide range of 


mentioned 33—Teletalk can save 


models, to meet the needs of large and small businesses, 
is available. Ask your local dealer (see Yellow Pages) 
to suggest the ideal installation for you. No obligation 


involved. Write for booklet, ‘‘ Costs Drop.’’ 
WEBSTER ELECTRIC 


fecartra) 
RACINE SS WISCONSIN 


“Where Quality is a Responsibility ond Foir Dealing an Obligation” 
WEBSTER ELECTRIC COMPANY, RACINE, WISCONSIN - EST. 1909 
in Canada: Dominion Sound Equipments, Ltd., Montreal 
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APPLYING RECORDAK MICROFILMING TO BUSINESS ROUTINES— 


No. 8 in a sefies. 


Thousands of records’are filed on each roll of 


film 


ready for immediate review in a 


Recordak Film Reader | 





Having Recordak Microfilm copies at the finger tips... 


Speeds research... 


Saves $10,000 per year 


i] stZ 


At The Gates Rubber Company, Denver, Colorado, 
world’s largest maker of V-belts, valuable research time 
isn’t lost plowing through dead storage files. Expensive 
laboratory equipment isn’t tied up while the search 
goes on. And, most importantly, experiments aren’t 
repeated because old records can’t be found. 

Putting unwieldy reference files on compact rolls of 
Recordak Microfilm did the trick . . . paid off a hundred- 
fold. Savings in the Fan Belt Development Section, 
alone, are estimated at $10,000 per year. 

Just another example, this, of the way Recordak Micro- 
filming is cutting costs for over 100 different types of 
business .. . thousands of concerns. 


See how Recordak Microfilming can help you: 


If you are now transcribing information from one set of 
records to another 


500 pictures per minute are taken with Recordak Bantam 
Microfilmer, one of 6 models designed for varying budgets. 





[f you are now posting to both ledger and customer 
statement 

If you are now describing individual purchases, credits, 
etc., on your bills 

|_| If you are now making a record of checks prior to 
deposit in your bank 

If you are now making your punched card reports in 
duplicate, or using multiple carbon forms in_ sales 
booklets, etc. 


i 


If you are now making photocopies of records. 


These are only some of the possibilities. You should 
double-check your routines with a Recordak Systems 
Man soon. No obligation whatsoever—just write Recordak 
Corporation (Subsidiary of Eastman Kodak Company), 
444 Madison Avenue, New York 22, N. Y. 


* Recordak’’ is a trade-mark 


SRECORDEK 


(Subsidiary of Eastman Kodak Company) 





originator of modern microfilming— 
and its application to business systems 




























NEW METHODS 


AND MATERIALS 





Better handling, higher yields 


with these new ideas 


Ready-to-use laminates 
Heaters to fit your product 
Cleaner that kills germs 
Data-packed publications 


Tue high cost of indirect labor 
is convincing many companies that this problem 
belongs at the top of their New Year’s Resolu- 
tion lists. They know it’s high time to re- 
examine every phase of materials handling, 
maintenance, and other “indirect” operations 
to see how waste can be eliminated and per- 
formance improved. 

Ideas a-plenty will be waiting at such trade 
shows as the Plant Maintenance and Engineer- 
ing Conference and Exposition, to be held at 
Chicago’s International Amphitheatre January 
24 to 27; and the Sixth National Materials 
Handling Show and Conference, scheduled for 
the same location May 16 to 20. 

But it’s not necessary to wait for events like 
these to do something about indirect labor costs. 
For instance, better plant layout can reduce 
travel time in materials handling; obsolete 
equipment can be replaced with newer, easier- 
to-maintain units; and employees can be trained 
in safer, more efficient methods, 

Almost every manufacturer of materials-han- 
dling equipment, and many of those who pro- 
duce maintenance supplies, have useful booklets, 
bulletins, and checklists that can provide an 
excellent starting point. In addition, the Small 
Business Administration of the Department of 
Commerce, and such trade groups as the Con- 
veyor Equipment Manufacturers Association, 
the Material Handling Institute, and the Nation- 
al Wooden Pallet Manufacturers Association, 
have a number of helpful manuals. 

A good example of what can be done with 
relatively little effort to improve materials 
handling, is Ansul Chemical Company’s train- 
ing course for truck drivers, one phase of which 
is pictured here. The complete course takes six 
hours (one hour a week for six weeks) and cov- 
ers five general areas: preventive maintenance, 
safety, service, individual responsibility, and 
truck operation. At the end of the course, each 
“student” takes a written exam and also demon- 
strates his ability to negotiate the obstacle course. 
Those who pass the tests (and Ansul proudly 


mm. OO. Dy Ban os 


Obstacle: course at Ansul Chemical is used to test truck operators’ driving 
skill. It’s part of over-all plan to reduce accidents, improve efficiency. 





PALLETS ON END 


| 
| 


START 


. > 


Typical pelo is outlined here. With obstacles set up as indicated, Ansul truck operator must 


pick up 


oad, drive around paliets without knocking them over, then back up to starting point. 


Drivers who pass full series of driving tests, plus written exam, receive special license, truck keys. 





notes that all did) receive a special driver’s 
license and their own truck keys. 

Result, says Ansul: Operators have a new 
awareness of the importance of materials han- 
dling and new pride in their jobs. They’re driv- 
ing more safely, and they’re delivering materials 
faster and more efficiently. Complaints from 
production foremen on late deliveries and poor 
handling have been reduced 50 per cent. 

How about trying the idea in your own plant? 


How to trap a molecule 


Molecular sieves, Linde Air Products Com- 
pany calls its new synthetic zeolites. They’re ma- 
terials which can selectively adsorb chemical 
compounds, making it possible to recover ethy- 
lene, propylene, and other valuable components 
from waste gas streams, remove water from 
gases and liquids, and separate straight-chain 
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hydrocarbons from those having a cyclic or 
branched-chain structure. 

Two types of molecular sieves are now offered: 
The 4A type (sodium aluminum silicate) which 
will adsorb, and thus separate, molecules up to 
four Angstroms in diameter; and the 5A type 
(calcium aluminum silicate), which will cap- 
ture molecules up to five Angstroms across. Both 
types are offered in granular and pellet form, 
and are priced at $1.95 a pound. 

According to Linde Research Director, John 
M. Gaines, molecular sieves will adsorb as much 
as 20 per cent by weight of such organic com- 
pounds as ethylene at room temperatures. 

Because they can be reactivated by either 
heat or chemical treatments, and because they're 
unusually stable, Gaines believes the new ma- 
terials should also prove useful for ion exchange 
and catalysis. So far, however, these possi- 
bilities have not been fully explored. Technical 
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is there a difference 
between these two 
shipping containers? 





Question: 


Ordindry Crate 


General 
Engineered Container 





There is...and if was 
worth $8,000 a year to 
The Foxboro Company! 


Ans Wer. 


...and the difference is General 
Container Engineering. Both con- 
tainers hold a 925-lb. instrument 
cabinet. Both protect its precision 
instruments and satin finish during 
handling and shipment. Yet the 
one on the left weighs 400 Ib. 
empty, takes two men and six 
man-hours to pack. While the 
General Engineered Container on 


the container on the left. 

This outstanding dollar saving 
is the result of painstaking work 
in well-equipped packaging lab- 
oratories—where each container 
is designed and tested to fit the 
needs of each product—perfectly. 
You can get this service without 
charge, and without obligation. 
Write for details. And send for 
the right weighs only 170 lb.,can your free copy of “The General 
be packed by one man in just an’ Box.” It’s loaded with cost-saving 
hour and a half—costs 42% lessthan packaging ideas. 


ENGINEERED CONTAINERS FOR EVERY SHIPPING NEED 


Factories: Cincinnati, Denville, N.J.; East St. Louis; Detroit; Kansas City; Louisville; 
Milwaukee; Prescott, Ark.; Sheboygan; Winchendon, Mass.; General Box Company 
of Mississippi, Meridian, Miss.; Continental Box Company, ine. ., Houston, 


enetal Bo 


GENERAL BOX COMPANY, 1861 MINER STREET, DES PLAINES, ILL. 


* * * * 

















data on molecular sieves, and sam- 
ples of the materials, may be ob- 
tained from Linde Air Products 
Company, division of Union Car- 
bide & Carbon Corporation, 30 East 
42nd Street, New York 17, N. Y. 


New germ-killer 
for plant cleaning 


lodine is tamed for industrial 
cleaning and sanitation in a re- 
markable new group of compounds 
introduced by West Disinfecting 
Company, Long Island City 1, 
N. Y. Iodine’s broad germ-killing 
power has long been recognized. 
But its toxicity, sting, and staining 
qualities prevented its wide use. 

Now, West has combined iodine 
with synthetic detergents to produce 
compounds which, company presi- 


dent James E. Marcuse says, are 
non-toxic, non-staining, and non- 
stinging, and still do a fine clean- 
ing and sanitizing job. Further- 
more, the iodine color is put to 
good use, since the compounds are 
a light amber when properly di- 
luted for application, and fade to 
water-clear as the available iodine 
is used up. | 

Two formulations are now on the 
market. One, 


general institutional use; the other, 


Wescodyne, is for 


losan, specifically for dairies. 


Materials in brief 


Buy it by the roll—reinforced 
glass plastic laminate that can be 
cut and formed to shape; needs 
only curing to produce durable ma- 


printed circuit 


chine housings, 
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Built-in heaters boost production 


Want to make better hose? hamburg- 
ers? heat-sealers? Try built-in heaters, 
suggests the National Electrical Manu- 
facturers Association—and it backs up 
that suggestion with examples like 
these: Formed heating elements, cast 
into temperature-control jackets for 
rubber-extrusion machines (top pho- 
tograph) have, according to NEMA, 
virtually eliminated hot spots and 
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burning. In a new package-sealer (sec- 
ond photograph), a similar heating ele- 
ment is used to supply even, controlled 
heat; and a cartridge-type heater (low- 
er photograph) improves a modern-day 
substitute for the branding tron. Ac- 
tually, it’s a marking unit for meat 
products in which the heater warms the 
stamp rolls so ink dries quickly, won t 
run even when applied to wet surfaces. 
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NILES 29° TANK BORING 
MILL BUILT BY BALDWIN- 

LIMA-HAMILTON COR- ‘ 
PORATION. COMPLETELY 

CUTLER HAMMER | eae | EQUIPPED WITH CUTLER- 

sis vidoe cewrnon 8 : _— HAMMER ELECTRONIC 

7 : CONTROL. 





NILES 120” TANK BORING MILL BUILT BY 
BALDWIN-LIMA-HAMILTON CORPORA- 
TION. COMPLETELY EQUIPPED WITH CUTLER- 
HAMMER ELECTRONIC CONTROL. 

















GRAY 6” PLANER TYPE HORI- 
ZONTAL BORING, MILLING & 
DRILLING MACHINE BUILT BY G. A. 
GRAY CO. COMPLETELY EQUIPPED 
WITH CUTLER-HAMMER ELEC- 
TRONIC CONTROL. 
















INGERSOLL CUTTER GRINDER 
BUILT BY THE INGERSOLL 
MILLING MACHINE CO, 
COMPLETELY EQUIPPED 
WITH CUTLER-HAMMER 
MOTOR CONTROL 
INCLUDING 
CUTLER -HAMMER 
FRACTIONAL 
HORSEPOWER 
ELECTRONIC UNIT. 





CUTLER’ HAMMER 
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C CUTLER HAMMES we 
— MoTOR CONTROL =| 
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Getter all the way 


In every field of manufacture there are a few 
companies consistently able to better fit their 
products to the needs of the user. These com- 
panies just as consistently win and hold pre- 
ferred position in their markets. But better 
product means better all the way through, 
better in the part the company builds, better 
in the components the company buys to com- 
plete its product. And leading machinery manu- 
facturers that build spectacular new but 
dependable machines capitalizing on advances 
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in electronic control engineering refuse to com- 
promise. They turn to electronic control by 
Cutler-Hammer, leader in motor control design 
for more than half a century, and now leader 
as expected in pioneering and developing elec- 
tronic control. Cutler-Hammer is your safe 
choice for proved dependable and efficient elec- 
tronic control. CUTLER-HAMMER, Inc., 
1436 St. Paul Avenue, Milwaukee 1, Wiscon- 
sin. Associate: Canadian Cutler-Hammer, Ltd., 
Toronto, Ontario. 
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Another up-to-date product gets... 
TALKING POINTS 
and SAVINGS 


wth DUREZ PHENOLICS 








Courtesy Peirce Dictation Systems Corp. 





bases, shipping containers, and the 
like. Minnesota Mining & Manu- 
facturing Company is making this 
new epoxy-base material, Scotchply, 
in two types: “Unidirectional” (line 
of greatest strength in one direc- 
tion) and “Isotropic” (equal 
strength in three _ directions). 
Scotchply is sold in sheets up to 48 
inches wide, as well as in rolls. It’s 
priced at $2 a pound, and can be 
supplied in colors, and with other 
surface decorations. According to 
Minnesota Mining, Scotchply can 
be molded in matched die, pressure- 
bag, or vacuum-bag techniques, is 
ready to mold as-shipped, requiring 
no additive or other treatment. Nor- 
mal shelf life of the material is 
about a month, but this can be 
extended to four months or more if 
the material is stored under con- 
trolled conditions (40° fahrenheit). 


Can atomic radiation be put to 


petroleum processing? 


work in 
Standard Oil Development Com- 
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pany is building a quarter-million- 
dollar radiation laboratory to find 
out. In the new lab, penetrating 
gamma radiation from a cobalt 
source specially prepared by Brook- 
haven National Laboratory will be 
applied to organic compounds of 
the types encountered in petroleum 
processing and petrochemical pro- 
duction. If promising reactions are 
uncovered, SOD researchers hope 
eventually to develop practical, eco- 
nomical production methods by 
harnessing “waste” gamma radia- 
tion obtained directly from an 
atomic reactor, or from reactor by- 
products. It’s another step—and an 
important one—on the road to the 
“atomic age” (see page 36). 


The metal comparator devel- 
oped at General Motors Research 
Laboratories to check metal anal- 
yses and sort scrambled stock (see 
October 1954, page 35) has now 
been licensed to Brush Electronics 
Company, 3405 Perkins Avenue, 


Ease in maintaining rigid dimensional 
tolerances and ability to mold-in slots, 
holes, and threaded inserts also helped 
to hold cost down. 

Whether or not you are already us- 
ing plastics, it will pay you to inquire 
into the phenolics today. Interesting 
new developments by Durez are ex- 
tending the industrial importance of 
these highly versatile materials. 

Call on our 34 years of specialized 
experience for help in solving your 
materials problems. You'll find inter- 
esting reports in our illustrated monthly 
“Plastics News.’ Write Durez Plastics 
& Chemicals, Inc., 1901 Walck Road, 
North Tonawanda, New York. 


These materials offer you a fruitful ap- 
proach tO savings on the production 
line as well as buyer benefits for your 
products. Either result is profitable... 
both are. doubly so. 

For example, a major part of finish- 
ing cost on this new Peirce Magnetic 
Bele Dictation unit was saved by using 
Durez for the five-piece molded case 
and dial panel. The desired color and 
quality of finish is applied by a low- 
cost process that would have been 
impossible on metal parts. Being self- 
insulating, the material prevents shorts 
in units. In two belt drum parts it also 
contributes to constant signal output 
needed for distortion-free recording. 








PHENOLIC 
PLASTICS 


for the new 
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Modelling sales 






easily as the model dispenses a spoonful 
of sugar. (In the lower photograph the 
full-size Flexmount oscillating convey- 
or is being used to remove aluminum 
chips from a batfery of automatic 
screw machines.) Could a scale mode! 
and a little imagination help your prod- 
uct show what it can do? 






Demonstrating heavy-duty industrial 
equipment isn’t always easy—and car- 
rying it along on sales trips is well- 
nigh impossible. But Link-Belt Com- 
pany solves both problems with the 
little model pictured here. As L-B 
points out, its bulk-materials conveyors 
handle anything from corn to chips as 


Competitive Era 
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RESINS FOR INDUSTRY. Bonding, 
casting, coating, laminating, im- 
pregnating, and shell molding. 


MOLDING COMPOUNDS. Structur- 
al, electrical, and chemical prop- 
erties in many combinations. 
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A healthy, robust business atmosphere means 

more than production and profits. . . it also means 

happy, progressive citizens — earning more, spending 
more, enjoying life more. And business is booming in 
Georgia, the strategic transportation hub of the entire 
Southeast. By air, rail, motor freight and modern seaports— 
raw materials and manufactured goods move swiftly and 
easily to markets over the world. Adequate transpor- 
tation is essential to business health . . . business health is 


essential to happy citizens. Georgia has both—in abundance. 
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‘Nelson M, Shipp, Secretary ° 100 State Capitol, Dept. D-1 . Atlanta, Georgia 
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What do steel inventories 
REALLY COST? 


You might be shocked to find how fast 
the hidden costs of carrying steel in- 
ventories add up! We know because 
steel inventories have been our stock 
in trade for over a hundred yezrs. 


But you don’t have to tie up plant 
space and capital in steel you won’t 
use for many weeks—may never use 
if products or markets change quickly. 
You don’t have to lay out cash for 
cutting and handling equipment, incur 
unnecessary scrap loss, or divert man- 
power to unproductive inventory work. 


Instead, you can hold your own in- 
ventories to a practical minimum and 
draw on Ryerson inventories as cur- 
rent requirements arise. At Ryerson 
you have the world’s largest stocks at 
your disposal—plus unequalled facili- 
ties for preparing steel to your order— 
so you can get delivery of any kind of 
steel in practically any quantity, 
within a few hours. 


That’s why we urge you to consider 
all your costs when setting inventory 
policy. And let Ryerson help you re- 
lease more of the money in steel in- 
ventories for profit-producing oppor- 
tunities. Our inventory experience is 
at your service. 


Principal products in stock: bars, structurals, plates, 
sheets, tubing, alloy and stainless steel, reinforcing, 
» babbitt, Ryertex industrial plastic, machinery & tools 


RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK « BOSTON « CHARLOTTE, N. C. 
PHILADELPHIA « CINCINNATI « CLEVELAND ¢ DETROIT « PITTSBURGH « BUFFALO « SEATTLE 
CHICAGO « MILWAUKEE « ST. LOUIS « LOS ANGELES « SAN FRANCISCO « SPOKANE 








Cleveland 14, Ohio. GM called the 
instrument a “Thermo-Electric 
Metal Comparator.” Brush has 
named it simply the Metal Indtcator. 


For reading 
and reference 


Here are interesting new books 
and pamphlets to help you catch up 
with the latest developments in 
methods and materials. Requests 
for publications should be directed 
to sources indicated. 


Plastics: Two new publications, 
both sponsored by the Society of 
the Plastics Industry, contain much 
useful information on how and 
where to use plastics. On the tech- 
nical side is the new SPI Plastics 
Engineering Handbook, containing 
more than 800 pages of information 
on design, materials, fabrication, 
and application. Published by Rein- 
hold, 330 West 42nd Street, New 
York 36, N. Y., it’s priced at $15. 
Far Jess technical, but equally valu- 
able, is a new Retailers’ Plastics 
Manual, which reviews the major 
commercial plastics, and contains a 
useful glossary and directory of 
trade names. Priced at 50 cents, it’s 
ootainable directly from the SPI, 
67 West 44th Street, New York 36, 
N. Y. 


Rare metals: Beryllium, bismuth, 
germanium, silicon, and more than 
a score of other rare but increasing- 
ly important metals are described 
by the men who know them best in 
this useful handbook edited by 
C. A. Hampel. Chemical and phys- 
ical properties, applications, and 
fabricating data are given for each 
one. Published by Reinhold, the 
Rare Metals Handbook is priced at 
$12 a copy. 


Natural resources: Report of the 
Mid-Century Conference on Re- 
sources for the Future, held in 
Washington last year, details prob- 
lems of land, water, and mineral 
development, points up opportuni- 
ties for research aimed at satisfying 
future needs. A. 400-page, paper- 
bound volume, The Nation Looks 
at its Resources is priced at $5, may 
be obtained from Resources for the 
Future, Inc., 1145 Nineteenth 
Street, N. W., Washington 6, D. C. 


Flammable liquids: A handy di- 


rectory that includes flash points, 
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applications, and manufacturers of 
some 2,400 compounds that should 
be handled with care is published 
by National Fire Protection Asso- 
ciation, 60 Batterymarch Street, Bos- 
ton 10, Mass. As its title indicates, 
compounds are indexed by trade 
name. Flammable liquid trade 
name index, NFPA publication 
324-A, 82 pages. Price: $1.25. 


Aluminum: This useful, hard-cov- 
er volume not only covers types, 
fabrication, and applications of rod, 
bar, and wire, but also contains a 
good deal of information on the 
metal itself, an excellent glossary, 
and numerous tables of conversion 
factors, chemical resistance, and the 
like. Rod, bar and wire product 1n- 
formation, 160 pages. Price is $2, 
but the volume is sent without 
charge to executives who write on 
company letterhead stationery. Ad- 
dress Technical Editor, Kaiser Alu- 
minum & Chemical Sales, Inc., 22 
North LaSalle Street, Chicago 1, Ill. 


Electrical relays: For the second 
year, Potter & Brumfield are mak- 
ing the complete proceedings of 
the annual Relay Symposium, held 
at Oklahoma A & M, available to 
industry free of charge. Papers de- 
livered at the 1954 session cover re- 
lay materials, design, and applica 
tions. Requests for copies may be 
directed to Potter & Brumfield. 
Princeton, Ind., or to local P&B 
representatives. 


Basic materials: Proceedings of 
second annual Basic Materials Con- 
ference, now in book form, cover 
new developments in such process- 
ing techniques as powder metal- 
lurgy, forging, extrusion, and ad- 
hesive bonding; take a look at fu- 
ture materials problems in breaking 
the thermal barrier, meeting the 
needs of the atomic age. Matertals 
for Product Development is sent 
without charge to all those who at- 
tended the conference. Others may 
purchase it from Clapp & Poliak, 
Inc., 341 Madison Avenue, New 
York 17, N. Y., for $7.50. It’s cloth 
bound, 160 pages. This year’s con- 
ference and exposition, broadened 
to include components and finishes 
of interest to the design engineer, 
are scheduled for May 31 through 
June 3, at Philadelphia’s Conven- 
tion Hall. Visitor and exhibitor 
information may be obtained from 
Clapp & Poliak. 


. og and 


— 


PEL aM MPT E OC tee ood CS he as ote een 


a a 


ee ee ee 


McBEE 





Item #23-B out of Plant 2 is backing up 
in the field. 

Anxious phone call. Hurried plane trip. 
“Get out there and sell, you so-and-so’s!” 

He might better have stayed at the main 
office. That’s where the fault lay—in Cen- 
tral Accounting. Sales figures from Plant 
2 (and all other plants) are processed 
there. It often takes weeks and weeks. 
Meantime, Plant 2 merrily continues full 
production of an item that’s laying an egg 
with the customers. 

What’s needed? Up-to-the-minute fig- 





Don't take it out on the salesmen! 





ures on both production and sales — com- 
piled right at the branch level. How to get 
them? With Keysort punched cards. 

A McBee Keysort installation can pro- 
vide comprehensive, accurate reports on 
every phase of branch operation. Fast, too 
—in your hands no later than the 4th of 
the following month. Whether vou run a 
100-man plant or a colossus employing 
thousands-plus. And the cost is remark- 
ably low. 

The trained McBee man near you can 
show you how it’s done. Or write us. 


* ® ” 8 
eece i @ fe, ,0%0, gee, eeece 
gtee a S00q © . eos ° 
seee $$ %e0° C0 & % & @& 


Punched-card accounting for any business 


Manufactured exclusively by The McBee Company, Athens, Ohio * Division of Royal McBee Corporation 
Offices in principal cities © In Canada: The McBee Company, Ltd., 179 Bartley Drive, Toronto 16, Ontario 
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"AS A PACK-CARRIED 
VACUUM CLEANER 


AS A TANK 


TYPE CLEANER 





The NEW 7ORNADO. 





AS A 55 GALLON 
VACUUM CLEANER 


AS A PORTABLE 
ELECTRIC BLOWER 


AIR SPEEDS UP TO 
325 M.P.H 





More Versatile Cleaning From Floor to Ceiling 


This new Tornado cleaner brings you even greater cleaning power and 
longer life . . . with air speeds up to 325 M.P.H. 3 sizes: 34 HLP., 
1 H.P. or 1% H.P. 


Tornado picks up all dirt, dust, chips, oil or other liquids without 
any conversion. 


The powerful motor unit removes from the cover with a simple 14 
turn. The same motor unit can then be used for: 
‘t} A pack-carried vacuum cleaner 
@ A powerful portable electric blower 
& A jumbo cleaner for use with a standard 55 gal. drum 
No matter what your cleaning job—Tornado will do it better and 


faster—run for hours & hours of constant duty under the worst 
conditions, 


Write for Bulletin 660 


We'll be glad to demonstrate in your company— 
just tell us where and when. 


% turn removes moter unit. 


All sizes interchangeable. 





Motor unit & adaptor cover 
fit any standard drum for 


deing the big cleaning jobs. 


OCREWER BECIRIC MEG. CO. 


5106 North Ravenswood Avenue Chicago 40, Illinois 








STABILIZATION 


Continued from page 32 


This problem is largely related to 
the farm implement plants and 
some collateral plants. In the farm 
implement plants, since farm ma- 
chines are still used seasonally, pro- 
duction of most machines is also 
seasonal. The same floor space, the 
same employees, and many of the 
same tools may be used at different 
times of the year to produce differ- 
ent products. Some implements are 
made in large quantities and others 
get only short runs. 

For example, at our McCormick 
Works in Chicago we make side 
rakes and mowers. While they are 
used only in Summer, the quan- 
tities involved are large enough so 
that we. can produce them on a 
year-round basis. In the same plant, 
however, we also make ensilage cut- 
ters. The output is rather small and 
they are used only in Summer and 
early Fall. We schedule production 
of them from December through 
March. We then build ensilage 
blowers, on which the best selling 
season is the Fall and Winter. We 
start producing these in August and 
continue through December or 
January. 

By this kind of balancing, we 
have been able to make progress in 
regularizing employment in the im- 
plement plants, where the problem 
is the greatest. It is our belief that 
this sort of product balancing or 
diversification within a single plant 


is a real help in job stability. But if , 


you should ask me whether it is a 
complete answer, I would have to 
tell you that it is not. 

One reason is that the machines 
must be manufactured considerably 
in advance of their season of sale if 
they are to. be distributed all around 
the country in time for use. We 
don’t know what the weather will 
be, what the crop yield will be. So 
it is quite possible for us to find 
ourselves with a quantity of ma- 
chines that considerably exceeds the 
eventual sales requirement. 

When that happens, we carry 
over inventory and that inventory 
depresses the manufacturing sched- 
ules and the employment for the 
following year. That, incidentally, 
is one of the problems Harvester 
has had in 1954, and it affected our 
employment adversely. 

But that brings me to the third 
principle which has frequently been 
put forward as a help toward stabi- 
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HE PUTS OUR 
CHECKS /N PAYCHECK 
OUTLOOK ENVELOPES/ 


Positively opaque, they keep salary 
figures confidential—away from pry- 
ing eyes. Only name shows through 
Outlook feature. No addressing, 
saves more than envelope cost. No 
chance of paychecks getting to 


wrong people. 


THRIFTY OVILOO K Send one of your checks 
SAYS or facsimile. We'll sub- 


mit a “Paycheck Out- 
look Envelope” to fit 
your checks and quote 
prices. No obligation! 


OUTLOOK ENVELOPE COMPANY 
for Es 


_ of Ovt rele}. l\Fnve pe f 902 


005 WASHINGTON BLVD., CHICAGO 7, ILL 
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Mooney for your jeans 


Bank loans play an impor- 
tant part in clothing America. 
Here’s how: 


Before 1830 you couldn’t have bought 
a pair of ready-made work britches 
for love or money. 

But came the sewing machine, and 
a handful of enterprising Americans 
hitched up their homespuns and went 
to work to make the ready-to-wear 
business a major industry. 

Today U.S. manufacturers produce 
better than $11,000,000,000 worth of 


apparel annually, 


Here’s the kind of help they get from 
America’s bankers. 

At the outset bank loans help ap- 
parel manufacturers buy vast quanti- 
ties of finished cloth from textile 
mills. Bank loans pitch in to help 
meet cutting, manufacturing and dis- 
tributing costs. They also contribute 
to the improvement of production 
techniques and new equipment for 
plants. 

And... they do more, too. 

On the consumer level, bank loans 
frequently help retailers set up shop 
with enough sizes, styles and pat- 
terns to meet the requirements of 
everybody in the community. 
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Loans like these put money to work 
and thus naturally put men and 
women to work. [his leads to a plen- 
tiful supply of goods and a wider dis- 
tribution of wealth. Multiplied by 
many industries it becomes one of 
the most progressive forces in Amer- 
ica for providing a wider choice of 
fine products for all to enjoy. 

The Chase National Bank, first in 
loans to American industry, is proud 
of banking’s contributiog to the prog- 
ress of our country. 


The CHASE National Bank 


OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 
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IT sounds the alarm 
but 
HE prevents trouble 


nan 





What won't they think of next!—but one 
thing is certain . . . no mechanical de- 
vice, no matter how ingenious, can re- 
place a watchman. Sure, a device can 
sound the alarm, but a watchman can 
prevent trouble before it starts. 


Your trained watchman, who is super- 
vised by a DiTrex GUARDSMAN watch- 
clock system, averts disaster scores of 
times that you don’t even know about. 
He removes dangerous waste material, 
smells smoke, traces escaping fumes, 
opens a sprinkler valve some one shut 
by mistake — or by malicious mischief. 


Day and night, weekends and holidays, 
your GUARDSMAN-Supervised watchman 
iS exercising Auman judgment in your 
behalf. The GUARDSMAN saves you money 
in supervisors’ overtime, cuts your in- 
surance premiums. If your watchclock 
is more than five years old, it is urgent 
that you modernize with a GUARDSMAN. 


Find out about the GUARDSMAN. Fill 
out and mail the coupon for free descrip- 
tive folder. Now, please! 





' I 
| Detex Watchciock Corp. D-1 ; 
76 Varick Street , 
| New York 13, N. Y. 
: ! 
' [] Please send me complete informction " 
! about the GUARDSMAN tape-recording I 
i watchclock, I 
! 5 
s CJ You may send a DETEX representative 
" to make a free, no-obligation survey of 4 
t ovr plant protection needs. i 
i i 
i i 
! a i a | ' 
' + 
j ' 
. Company.......... saciahaoilsiie ith ak scgsitiapaieoeibonistamiea tc 
i 4 
I ! 
! PINON canis lenile taal ech is aesscabbal iui couhes i 
i ! 
' i 
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lizing employment. This is the prin- 
ciple of careful forward planning, 
of extensive market analysis, and 
careful inventory control as a means 
of stabilizing employment. 

We have put great emphasis on 
this phase of our efforts. We make 
economic forecasts ranging two 
years ahead and adjusted at reason- 
able intervals. We have an Estimate 
and Order Review department 
which constantly reviews all factors 
affecting the future market. We 
have calculated “normal” vearly 
schedules for our thousands of prod- 
ucts, based on ten-year figures. We 
receive all sorts of crop and other 
reports. But we can still be wrong; 


we can still be taken by surprise. 


Outside Effects 


The principal reason for this is 
the mercurial nature of the buying 
habits of our farmer customer. 
When farmers decide not to buy 
they don’t taper off. They stop, 
right then. That happened to all the 
farm equipment companies in 1953. 
So again, the principle of forward 
planning is a help, but not neces- 
sarily a solution. 

Sull 
that has frequently been made is 


another recommendation 
that business should expand into 
new markets, especially into over- 
seas markets, with the idea that this 
will help bring job stability. 

I believe we have as much experi- 
ence in this area as most American 
corporations, since our overseas 
business dates back to 1851, when 
McCormick 
reaper at the Crystal Palace in Lon- 
don. In 1954 we sold abroad more 


Cyrus exhibited his 


than $125 million worth of goods 
made in our American plants. 
There is no question about the help 
that those sales gave to employment 
in our factories here. 

On the other hand, if we are to 
stay in business in foreign markets, 
we must do an increasing share of 
the manufacturing for foreign coun- 
tries in those countries. Last year, 
goods made in America and shipped 
abroad constituted slightly less than 
half the goods sold by our foreign 
subsidiary companies, The rest were 
manufactured abroad. 

It has always been necessary for 
us to do some manufacturing over- 
seas because some machines used in 
some foreign countries have no 
market in the United States and are 
not made here at all. But the big- 
gest reason for expansion of over- 


PIRIT DUPLICATORS | 
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cLeAN PERFECT COPIES 





... IN 170 5 COLORS, IN MINUTES 


Now, you can make 120 or more copies per 
minute of anything up to 9 x 14 inches in 
size — typed, written, drawn, traced or 
ruled — in 1 to 5 colors. All in one easy, 
inexpensive operation. The Heyer Conquerors, 
Manual and Electrically Operated, are the 
duplicators with ALL the features . . . priced 
much lower than comparable machines. 
Model 70-Hand Operated—$195 (plus tax) 
Mode! 76-Automatic Electric—$325 (plus tax) 


Write today for FREE descriptive 
literature and name of your nearest 
dealer—to: 


THE HEYER CORPORATION 
1848 S. Kostner Ave., Chicago 23, Ill. 
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Oxford Filing Supply Co., Inc. 
88 Clinton Road, Garden City, N. Y. 
Please send free Pendaflex catalog to 
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seas plants and production is the 
political and financial barriers that 
surround world trade—blocked cur- 
rencies, import restrictions, tariffs, 
and the rest. If we did not manu- 
facture abroad, we would lose much 
of the sale of American-made goods 
which we now have. 

So the principle of expansion into 
foreign markets is another of thos 
ideas which helps but does not cure. 
Incidentally, it really helped us in 
1954, for sales were up in many for- 
eign countries while domestic sales 
were somewhat down. 


Other Possibilities 


There is another theory some- 
times advanced for the stalibiliza- 
tion of employment. That is the 
idea of deferring maintenance and 
construction work and doing as 
much as possible of it when times 
are dull. 

Our experience is that a little can 
be achieved in this way but not very 
much. There are two reasons for 
this. One is that maintenance and 
construction work seldom employ 
the same kinds of people or the 
same individuals as_ production 
work. Union restrictions and other 
problems enter in. The biggest rea- 
sons, however, are that necessary 
maintenance can be deferred only 
so long without threatening a pos- 
sible breakdown of operations, and 
that new construction is not usually 
undertaken when times are bad. 
Maybe it should be, but the record 
will prove that it isn’t. Business 
men are subject to fits of pessimism 
as much as other people, and they 
rarely expand their facilities in the 
face of a declining market. 

Finally, there is the theory that 
one way to avoid sharp curtailments 
of employment is to avoid sharp in- 
creases in employment—a sort of 
ever-normal jobs idea. Under this 
theory, in times of expansion and 
high production, instead of increas- 
ing our own facilities and our own 
employment we should subcontract 
more work and thereby avoid radi- 
cal changes in our own employ- 
ment. The idea is that when things 
drop back, we drop subcontracts. 

We have had quite a bit of ex- 
perience with that idea. In normal 
times the Harvester Company buys 
goods or services of various kinds 
from some 35,000 suppliers, big and 
small. No business like ours can 
possibly begin to provide for itself 
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DIAMOND ROLLER CHAINS 


HAVE A PLAS E IN THE PICTURE! 


a ty Diamond Roller Chains are widely used in partial 

















and complete automation setups:—providing smooth, 
highly efficient and positive power transfer; conveying, 
lifting and lowering operations; precise timing and 
coordination of few or many functions. 

The high uniform quality and long-life dependability 
insure the kind of performances automatic machine 
and automation projects require. ... To help you save 
time, Our engineering staff is ready to make practical 
suggestions, 


» ROLLER 
= CHAINS 


For Stock Roller Chain 
and Sprocket data, 
write for Catalog 4A. 
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to your office 


when you buy 





See the extra working room you get, using the same amount of 
floor space. Enjoy the inspiring beauty of furniture Sunshine 
Styled in nature’s most pleasing colors. Reap the doilars and 
“sense” benefits of a happier, more enthusiastic, more alert office 
force. Forget future office furniture costs, for with Steelcase, your 
first cost is your only cost. Sunshine Styled for beauty . . . space 
engineered for efficiency . . . Steelcase has been first choice of the 
very fine companies of America for over forty years. 
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FREE... “Sunshine Styling” .. . the most unusual, most 
dramatic office furniture brochure ever created. Please re- 
quest it on your letterhead, addressed to Department A, or 
ask your local authorized Steelcase dealer. 
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GRAND RAPIDS. MICHIGAN 
WHENEVER YOU WANT TO MAKE A. GooD OFFICE. 





_A CITTLE BETTER 













ized products and services needed 
for continued progress. 

This again is an idea that has 
some good in it, but is far from 
being an answer. For one reason, no 
company can be ruthless in chop- 
ping off its suppliers when the mar- 
ket turns down—not if it wants to 
have good suppliers when the mar- 
ket turns up again and components 
are hard to get. For another reason, 
it is often true that the company 
itself can produce the needed items 
more efhciently and at lower cost 
than any supplier. For a third, 
doesn’t seem to solve the public 
problem to preserve a steady work- 
force on the payroll of Company A 
but have wildly fluctuating employ- 
ment in the plants of its suppliers, 
Companies B, C, and D, depending 
on whether Company A is buying 
or not. 


Continued Efforts 


Now, those are some of the ideas 
that we have tried and are still try- 


ing in my business. Obviously, 
some would work much better and 
some might have no application in 
businesses of other types. We are 
interested in the problem; we try to 
work at it steadily; but we do not 
have, and have not had, the kind of 
success we would like or our em- 
ployees would like. 

Since June of 1953 our total em- 
ployment has probably been re- 
duced by about 20 per cent. Much 
of that represented lay-offs. Some of 
it represented normal quits who 
were not replaced. 

Maybe that is just because the 
management of our company is 
dumb. I won’t argue that question. 
Maybe the similar experience of the 
rest of the farm equipment industry 
indicates that the whole industry is 
dumb. I don’t believe that. We may 
be a little thick but I don’t believe 
we are 20 per cent dumber than the 
rest of industrial management. 

So the problem of job stabiliza- 
tion in our type of seasonal, durable 
goods industry now looks some- 
thing like this to me: 

1. Because we have not had 100 
per cent success is no reason to quit 
trying. It is better than it used to be. 

2.1 am sure that we can still 
make progress, either by doing the 
present things in a better way or by 
doing some new things that we 
haven't thought of yet. 

3. I don’t believe we or any other 
industry in a free market society 
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QUICK OPENING 
SAVES TIME 


IMPROVES SERVICE REG. U.S. 


PAT. OFF, 


ENGINEERED 
FOR SERVICE 


$ AV E S ee @ @ 
TIME—'o automatic, trip- 


hammer action. Drives 

staples fast as-you grip. Take-up Jaw 

makes on-the-job servicing easier, quicker. 

S T i >) S Self-contained, ready 
teeta a n 

for instant, continual 


use. Saves back-tracking. Light weight, 
easily portable. Vest-Kit for quick refillls. 
Balanced 


MATERIALS—.:.;;.. Ac- 


curate, precision driving. Improved use of 
materials. Less waste. Powerful action 
drives each staple securely. 


HANSEN VEST-KIT STAPLES 


HANSEN VEST-KIT staples 
are quick to get at—easy to 
use. Narrow, slender box 
fits readily in vest pocket. 
Packed in convenient strips _—- 
for instant use. 


A.L. HANSEN MFG. CO. 


5034 Ravenswood Ave., CHICAGO 40, ILL. 


As near as the 
Vest Pocket 
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FOR MORE 
PROFITABLE 


TUBE MAKING 





e@ Nearly two decades ago Yoder 
introduced a line of tube mills equip- 
ped with their revolutionary new rotat- 
ing welding transformer. To the high 
quality and low cost production of these 
mills, is due much of the credit tor the 
big and rapidly expanding demand 
for E-W (electric welded) tubing. 


Now as then, what the motor is to the 
automobile, the welder is to the rube 
mill. Through persistent research, tests 
and experiments, Yoder welders have 
been further improved and epoch- 
making new types developed: 


. For Steel Pipe and Tubing from 14" to 
24” dia. Yoder “Four-in-One’”’ resist- 
ance welder, most compact, trouble- 
free and efficient yet designed for 
tube production. 


Zs 


2. For Steel Pipe and Tubing up to 4-in, 
dia. new Yoder-Tocco Induction 
Welder. Speeds as high as 250 f.p.in. 


. For Aluminum, Brass, Nickel and other 

non-ferrous metals and alloys, new 
High-Frequency R. F. Welders. 
These Yoder mills are especially 
economical for light and medium 
heavy gauges. 


Further information about tube mak» 
ing by any of these methods, literature, 
consultations and estimates are yours 
for the asking. 


THE YODER COMPANY 
5531 Walworth Ave., Cleveland 2, Ohio 
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will ever have 100 per cent stability 
of employment. 

I believe there are three things 
which have the greatest effect in 
preventing stability of employment. 

One of them—and the smallest— 
is strikes by labor unions. In these 
days of interrelated industries the 
strike is a weapon which sets off a 
chain reaction and injures people 
whom the strikers never see and 
have no desire to harm. 

I am not arguing against the 
right to strike. But I am trying to 
point out that under modern condi- 
tions a strike is like firing a shotgun 
into a crowded mass of people be- 
cause you are mad at Joe, who hap- 
pens to be standing in the first row. 
When anyone considers the general 
problem of stability of employment, 
the strike cannot be ignored. 

The second that 
against stability of employment—in 
the sense that stability means mak- 


factor works 


ing no changes—is technological de- 
velopment and progress. I am sure 
I do not need to argue that point or 
to explain it. And I am sure every- 
one in this country will agree that if 
a certain instability is the price of 
progress, we have to pav that price. 
We don’t have perfect stability to- 
day. We didn’t have it 100 years 
ago, either. But the progress we 
have made in that 100 years has 
brought us more of practically any- 
thing else you care to name and, | 
believe, more stability as well. 

The third and the largest factor 
that makes perfect stability impos- 
sible is the market itself. So long as 
the market is free; so long as any 
man can spend his money on the 
goods of his choice; or elect to keep 
his money in his pocket, we will 
have instability. 

And one of the things which the 
Communist and Fascist societies of 
the last 30 years certainly should 
have taught all of us is that when 
the market ceases to be free, every- 
thing and everyone else soon ceases 
to be free also. 

I haven’t got an answer to the 
problem of stabilized employment. 
I don’t believe anyone else either 
has or will have such an answer. 
We cannot achieve complete stabil- 
ity. But we can and we will work 
towards stability as a goal. For, as | 
said at the beginning, this is one 
problem where we all see eye to eye, 
one situation where everybody's 
goal is the same. 

THE END 
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The unpleasant stain and smear that once was the trademark 
of hectograph spirit duplicating is rapidly becoming a 
thing of the past—thanks to Columbia research and 
development. New, Black Marathon Ready-Master Units 
are clean—clean because Columbia's exclusive ink does not 
‘‘blossom’”’ on contact with the skin—clean because 
protective Supercoating covers carbon surface and all 
edges. Yes, the results you can obtain from Marathon 
Black Ready-Master Units will prove how much 

Columbia engineering has advanced the quality of 
hectograph duplicating. 


If you’ve been using ordinary purple masters and have been 
tempted to scrap your spirit duplicating equipment in 
favor of some tricky new process—don’'t do it until you 
have tried Marathon Black Units. You'll get cleanliness 
and quality you would never dare hope for from ordinary 
masters. Use the coupon below attached to your business 
letterhead to obtain your copy of the Free booklet, 
“Quality Duplicating With Hectograph.”’ 


RIBBONS 
CARBONS 
DUPLICATING SUPPLIES 






COLUMBIA RIBBON AND CARBON Mea. Co., Inc. 
851 Herb Hill Road, Glen Cove, N. Y; 


Send booklet, ““Quality Duplicating With Hectograph’’. 
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LUMBER MILL IN CALIFORNIA 


This year, these companies and others 
will use in excess of one-half billion 
dollars of Heller cash to solve such 


financial and operating problems as... 


meeting competitors’ trade terms— 


having sufficient cash to buy and stock- 
pile raw materials at best market prices— 


building inventory to insure smooth and 
continual operation for peak sell- 
ing periods— 


purchasing new equipment or modern- 
izing— 


carrying heavy accounts receivable 


CASH and special plans geared to indi- 


vidual business operations come from 
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THESE COMPANIES 


HAVE FOUND 
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MEAT PACKER IN PENNSYLVANIA 





Heller under their diversified financing 
services. Heller plans do not interfere 
with management or profits. What you 
make is yours—yet you can use as little 
as $25,000 or as much as $3,000,000 
for months or years. The cost is eco- 
nomical for you pay only for the money 


you use as your need varies. 


To learn the facts, write for a free copy 
of our brochure, “Operating Dollars 


for Every Business.”’ 


At the same time you are invited to 
write in strict confidence about finan- 
cial problems in your own business to 


which our services might apply. 


Walter E. Helier & Company 


105 W. ADAMS ST., CHICAGO 90 
10 E. 40th STREET, NEW YORK, NEW YORK 








WHAT MAKES A GOOD PRESIDENT? 





Continued from page 43 


per use of all available records. 


The successful business man 
quickly learns that to guess is to 
gamble. He realizes that success is 
built on facts, and the more facts 
he has, the greater the chance to 
build soundly. Obviously the execu- 
tive cannot keep records of every- 
thing or he will find himself in the 
position of the man who installed 
a very elaborate system in his busi- 
ness and was so busy taking care of 
the system that the business died 
from neglect. An adequate set of 
records should give the facts on all 
important activities in the simplest 
possible form. Such facts are the 
milestones which mark the straight 
road to business success. 

Sixth: Practical knowledge of the 
proper handling of materials, prod- 
ucts, or services. 

This is very well illustrated by 
the materials, commodities, and 


merchandise which the _ business 
buys, sells, converts, or transports. 
The more an executive knows 
about the materials and commodi- 
ties needed in his particular busi- 
ness, the more skilfully and rapidly 
will his business be able to handle 
them. A rapid turnover increases 
profits. Materials should be selected 
that are exactly suited to the needs 
of the business; there should be 
enough on hand to insure steady 
production, and there should be no 
excess that will eat into profits. 

These elements form the founda- 
tion upon which any permanent or 
outstanding business achievement is 
based. The executive who neglects 
any of them is severely handi- 
capped, and probably doomed to 
mediocrity. On the other hand, 
there is almost unlimited oppor- 
tunity for the executive who makes 
use of them with energy and intelli- 
gence. 


James H. Ranp 


The President, Pitney-Bowes, 
said: 

There are many thousands in 
business and industry—employees 
and managers alike—who have had 
occasions to experience ruefully the 
“divine rights” of company presi- 
dents. So I suppose they will see no 
inconsistency in presi- 
dents writing their own job descrip- 
tions. 


company 


But in all honesty, as one com- 
pany president I think I should ac- 
knowledge a fact perhaps not gen- 
erally admitted: job descriptions 
usually call for the Lord himself. 
It would be a rare, and probably 
fictional, person who could measure 
up to the written definition of al- 
most any management job, to say 
nothing of the president’s. 

Nevertheless, while I am some- 
what appalled by my audacity, I am 
willing to attempt an answer to the 
question: “What are the most essen- 
tial qualities for success as a com- 
pany president?” And I shall try 
my best to be objective about it, 
guided by my own failures as well 
as, I hope, by some successes. 

There are a number of prerequi- 
sites that we can take for granted in 
a man who would be a prospective 
president of any company. These 
include intelligence; executive ex- 
perience in business, government, 
or some similar organization; sin- 
cerity and honesty; and an innate 
something which impells one to 
want to lead. 

These qualifications do not nar- 
row the field too much. The essen- 
tial additional qualities should and 
do. I believe these are: 

l. The perception to see the 
broad and heavy responsibilities of 
the job, and a willingness and de- 
sire to assume them, The matter of 
perception is fundamental to this 
qualification, I think. There are 
some men who assume company 
leadership who never grasp the 
broad responsibilities which go with 
the power and eminence of the top 
of the pyramid. And they often fail 
because they believe their job to be 
exclusively financial management, 
or sales, or some one aspect of the 
job. To know the breadth and 
depth of a company president's re- 
sponsibilities to-day is to know the 
price that must be paid for the job 
in long hours, torturous decisions, 
and worry, as well as to know the 
five- or six-figured price the com- 
pany pays to get the job done. 

2. Curiosity, tenacity, and drive. 
Curiosity means taking nothing for 
granted. Tenacity and drive mean 
boring into the problems you face 
and analyzing, and analyzing again, 
until you are satisfied you have 
considered all significant factors, 
overlooked no alternatives; 


have 
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and have weighed the consequences 
of your action as accurately as you 
humanly can. 

3. The ability to speak and con- 
vince others. This is a crucial test 
of leadership in its broadest and 
finest sense, I think. We read a lot 
about communication and its vital 
necessity in industry to-day. And it 
is necessary if the people who make 
up a business are to have the mutu- 
al confidence and faith so necessary 
to labor-management teamwork. 
But there are no written techniques 
that can compare in effectiveness 
with the personal spoken word of 
an articulate, sincere, and frank 
president who can convince those 
with whom he works, and on 
whom he must depend if he is to 
succeed. 

4. Humility and understanding. 
This is the final dimension, and 
the one none of us can ever quite 
measure up to. Some persons might 
not even consider these essentials, 
for there have been successful lead- 
ers who appear to lack them. But 
they are the rare qualities that, 
when they are totally missing, fre- 
quently cause a man to fail who 
otherwise has every necessary skill. 
And conversely, they are the quali- 
ties that just as often can make a 
successful leader out of a man 
whose lack of the more obvious 
skills would appear to mark him as 
a sure failure. 

There are other qualities that 
could be mentioned and that often 
are important. Plain luck is one; 
a sense of timing based on sound 
intuition is another. 

Fortunately for all of us, it isn’t 
possible to pin down with any sim- 
ple finality the qualifications for 
success in any field. There are al- 
ways exceptions to any criteria, and 
thank the good Lord, always ex- 
ceptional men to make them. 


Watrer H. WHEELER, JR. 


The President, Fairbanks, 
Morse, said: 


A company president should not 
be an expert in any one area of 
business. Indeed, technical skills 
may mediate against his success, 
since they may cause his interests 
to be narrow and off balance. On 
the other hand, he must have a 
number of important personal qual- 
ities. For example, he must be able 
to gather around him, and inspire 
to high achievement, a group of 
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“experts.” Such people can be exas- 
peratingly hard to live with, or to 
make live together. Some are slow, 
others - sensitive, some power- 
minded, some abstruse and difficult 
to understand. Yet, with each he 
must be understanding. He must 
care a lot and have an enthusiasm 
which infects each to do his loyal 
best. 

More than others, the president 
sees the whole problem and is con- 
stantly frustrated by those who 
don’t: the worried stockholder; the 
anxious board of directors; the har- 
ried employee; the key executives 
who fail to do what he could do so 
much faster and better; the dis- 
satished customer; the recalcitrant 
vendors. Yet he cannot reach out 
and hammer all those groups into 
submission. He must create loyalty 
and understanding. He must ex- 
press hostility tactfully and accept 
victory in an unassuming manner. 
The company president must be a 
master salesman with each group, 
yet in each case he must tell a con- 
sistent story tied to the profitable 
and efficient results of his company. 
He must learn to live serenely in 
this somewhat lonely and highly 
dependent atmosphere—lonely be- 
cause he cannot show favorites: de- 
pendent because he succeeds only as 
his subordinates do. He must ac- 
cept and like the competitive spirit, 
yet be tolerant. He must keep in 
mind that quick profits may slow 
down company growth and that his 
company has deep responsibilities to 
many least of 
which is a dignified and democratic 
American way of life. 


Rosert H. Morse, Jr. 


groups—not the 


This concludes the statements by six com- 
pany presidents. The three included in the 
December issue were Percy ]. Ebbott, Chase 
National Bank; Stewart E. Lauer, York 
Corp.; Irving 1. Schachtel, Sonotone Corp. 

















“No, the president of the Women’s 
Civic Club is not in... neither is 
the secretary of the P.T.A.... the 
treasurer of the Ladies’ Choral 
Group... nor the chairman for the 
Committee for Wider Streets... and 
I don’t know when to expect her!’’ 
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carry it 


everywhere 


Proud of your 
trademark? 











A lot of hard work—a lot of future 
hopes—are wrapped up in your firm’s 
trademark. It’s the face your busi- 
ness shows the world. Why not have 
it still more widely known—in full, 
rich color on the gleaming surface of 
a Zippo? 

Give Zippos as a business gift and 
you may be sure that your customers 
will use them. 20... 40... 60 times 
a day, your message will flash before 
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them, just as surely as the Zippo 
flashes into flame. 

There’s something about-the ease 
of use and utter reliability of Zippo 
that makes it part of a smoker’s per- 
sonality. It’s carried everywhere— 
and your message with it. It’s actu- 
ally guaranteed to work anywhere, 
even in wind or rain. That means ut- 





most mileage for your message, at 
modest investment. Just mail coupon. 


ZIPPO. 


LIGHTS EASILY ...ANYWHERE ... ALWAYS 
ZIPPO MANUFACTURING COMPANY, BRADFORD, PA. 


in Canada: Zippo Manufacturing Co., Canada Ltd., Niagara Falls, Ont. 


Zippo Manufacturing Co. 
Dept. D-2, Bradford, Pa. * 


Please give me full information about business gift 
Zippos—prices in large or small quantities, time of 
delivery, opportunity to use color, and the help your 
design départment will give us in making a beautiful 
and distinctive gift. 


Name a 
Firm 


Address___ PEN Se 
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COMPLETE descriptive billing in one continuous operation. with 






BUR. 


Invoices can be prepared in one continuous 
operation when you use the Burroughs Miracle 
Multiplier Typewriter-Billing Machine. Here’s 
how it works. Instead of first figuring the bill, 
then typing it up and finally machine-checking 
the results, the Miracle Multiplier combines typ- 
ing, calculating and printing entries mechani- 
cally, eliminates the need for machine-checking. 


Itemized statements showing quantity, descrip- 
tion, unit, total and grand total costs are quickly 
obtained in one continuous operation. Direct 
mechanical multiplication, not repeated addi- 
tion, speeds the computation. 


If you have been wondering how to save time 
and money in your billing procedure—Bur- 
roughs Miracle Multiplier is the accurate an- 
swer. See the yellow pages of your telephone 
directory for the Burroughs branch office near 
you, or write direct to Burroughs Corporation, 
Detroit 32, Michigan. 
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Computes and types the 
complete invoice in one 
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continuous operation. 





Im 


Computes by direct 
multiplication—not by 
repeated addition. 











Prints quantity, 


machine-checki 


quantities and price. 


then 


prints unit price and 
total amount simul- 
taneously—no need for 
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SALES & DISTRIBUTION 





Marketing notes and comments 


GE'S NEW PRICE POLICY: REALISM 
OR CONFUSION FOR THE DEALER? 


Other notes: decentralized marketing trend grows; why you can’t graph 
salesmen’s performance; survey of new-product promotion budgets. 


GENERAL Electric Company’s 
decision, last month, to avoid mentioning list 
prices in their national advertising created one 
of the biggest stirs in marketing since their other 
decision, made some time ago, to ship mixed 
carloads direct from Appliance Park in Louis- 
ville, Ky., to the dealer. That decision was a 
seemingly logical outgrowth of the Appliance 
Park operation itself, which gathered production 
of most GE appliances under one roof and, in 
turn, made mixed carload shipments possible. 
Although this gave the dealer a break on prices, 
it effectively by-passed the distributor who, how- 
ever, continued to handle the paperwork and 
received the normal margin. But, looking into 
the future at that time, many people saw in the 
move to streamline distribution a hint of things 
to come and wondered if, like the general store, 
it did not portend another vanishing American, 
species divisor. 

GE’s latest move is in the opposite direction 
and appears intended to put the distributor firm- 
ly in the driver’s seat—whether the dealers like 
it or not and their reaction so far is mixed. The 
plan gives the distributors full leverage in mak- 
ing up their own individual price lists on a long 
series of major white appliances. Small appli- 
ances will continue to be fair-traded. Although 
General Electric spokesmen stated that the plan 
was conceived to iron out inequities among the 
territories with varying cost factors, it is accepted 
in the trade that at least one major consideration 
is the distributors’ long battle with discounters, 
and this includes the GE dealers engaging in sub 
rosa pricing on big-ticket items. 

Among marketing people, the initial reaction 
was that the policy simply formalized a wide- 
spread practise in the appliance industry at large. 
It has never been any secret where discount 
houses obtain merchandise and the GE innova- 
tion appeared, to these observers, to be a realistic 
attempt to fight fire with fire. 
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Some dealers, however, wondered what the 
consequences would be in practise, operating 
without a firm price, nationally advertised. Not 
fazed by the fact that pricing would be terri- 
torial and that, therefore, all dealers in the same 
city would presumably show the same price, they 
speculated on the outcome if another large appli- 
ance manufacturer were to climb on the band- 
wagon. They wondered also if the door was not 
open to price gouging, as well as price wars. 

While they were wondering, the Kelvinator 
Division of American Motors Corporation an- 
nounced that it, too, would ship out of Grand 
Rapids home laundry equipment, home freezers, 
electric ranges, and refrigerators—direct to the 
dealer in mixed carload lots. Kelvinator condens- 
ing units would be shipped direct to commercial 
wholesalers from the factory, by-passing the dis- 
tributor. 


New markets, new products, 
equal new organization 


One of the most recent corporations to face up 
to the fact that growth means change is the York 
Corporation, York, Pa. While President Lauer 
had been operating under a more-or-less stand- 
ard functional management organization, York’s 
sales grew to about $90 million annually. New 
products and new markets, varying distribution 
methods made it more and more difficult for one 
man to co-ordinate the functional groups of sales, 
engineering, manufacturing, financial, and in- 
dustrial relations. 

York’s answer follows that of a nation-wide 
trend: divisionalization according to product and 
markets. Starting his first full calendar year of 
operation under the new set-up, Lauer will direct 
a central staff. Members: v-p in charge of mar- 
keting services; v-p in charge of industrial rela- 
tions; v-p in charge of engineering and research; 
secretary and treasurer; v-p and controller, who 
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also handles tax matters; general attorney. 
They, in turn, will advise and collaborate with 
the divisions—two domestic divisions, Industrial 
and Commercial, each headed by a vice-presi- 
dent and general manager, and an International 
Division headed by a managing director. The 
division heads have full profit responsibility. 
They also control sales, engineering, manufac- 
turing, accounting, and procurement. One inter- 
accom, 


esting sidelight: reorganization was 


plished without hiring any new executive hands. 


Scientific measurement 
of sales performance? 


A company can devise methods of appraisa! 
but any mathematical yardsticks are loaded with 
fallacies, according to the sales manager of Du 
Pont’s Grasselli Chemical Department. The 
primary duties of an industrial salesman, L. 
Kent Wyatt told the Manufacturing Chemists 
Association, are to hold estallished business and 
to build his share of split accounts, plus obtain- 
ing new business. 

Offhand, these three factors seem to be meas- 
urable, but what about the imponderables? As 
W yatt puts it: “How can a salesman prevent loss 
of business due to process change in the cus- 
tomer’s plant? What can he do when our compe- 
titor builds a plant next door to his customer 
and puts in a ‘pipe-line’ delivery service eliminat- 
ing us from any logical method of competing? 
On the other side of the ledger, the salesman 
would receive full credit for new business even if 
we happen to be the only logical supplier.” 

Conceivably, says Wyatt, the plusses and mi- 
nuses could average out, where a large number 
of accounts were roughly equal in sales potential. 
However, in most industrial selling “the large 
accounts are relatively few in number, but make 
up the major portion of sales dollars. There is 
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not a good sample, statistically speaking. .. . 
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MULTI-PURPOSE CONVEYORS 


Modern industrial conveyors are 
frequently designed to accomplish 
more than one useful production 
operation. 

That’s why some of Allied’s most 
interesting and unusual ‘installa- 
tions have been those that best 
illustrate Allied ability and versa- 
tility for creating multi-purpose 
material handling equipment. 
Allied have been Automation spe- 










The yak—beast of burden 
in mountainous Tibet—also 
provides Tibetans with 
their chief source of meat, 
milk, butter, cheese and 
hair for cloth and rope. 





cialists for years—their installa- 
tions include various types of 
conveyors, multiple transferring 
equipment, and highly engineered, 
fully automatic material handling 
systems. 

If you are faced with a peculiar 
kind of material handling prob- 
lem, you can confidently expect 
Allied to come up with a depend- 
able and efficient solution. 


PIONEERS IN AUTOMATION ... the design and fabri- 
cation of fully automatic material handling systems 





One example of highly 
specialized Multi-purpose 
Equipment is this combina- 
tion Tire Inflater, mounter 
and conveyor, designed 
and built by Allied for an 
automobile manufacturer. 


/ For further information request Allied Catalog 953 


ALLIED AUTOMATION DIVISION 
ALLIED STEEL and CONVEYORS, INC. 


le 17367 Healy Avenue, Detroit 12, Michigan 





How can sales 
measure mathematically a man’s 
performance in introducing new 
products? “The product may be ac- 
ceptable in some parts of a seeming- 
ly homogeneous industry, bur not in 
others due to various factors not 
identifiable in advance, such as size 
of operation, variations in type of 
equipment used, differences in 
quality of the final product desired 
or backwardness of the customer 


management 


technically.” 
And how is it possible to graph 
a salesman’s performance on reports 
of the changing competitive picture 
in his territory? 
There are too 
says Wyatt, for a mathematical ap- 


many variables, 
praisal. Actual sales performance is 
itself predicated on sales manage- 
ment performance. The best way 
for management to appraise is to 
make a fair, humane interpretation 
of all the facts and arrive at a col- 
lective estimate of the man’s current 
work and potentiality. 

Marketing briefs 

® New-Product Promotion Sur- 
vey. A survey released last month 
by the American Supply & Machin- 
ery Manufacturers’ Asssociation 
showed that when promoting new 
products 107 companies reallocate 


within their current advertising 
budget; 65 companies increase 


their current advertising budget; 
73 companies make special adver- 


tising appropriations and _nine- 


teen companies make no change 


in their advertising program. 





When a special appropriation is 
made to promote a new product and 
when it is based on a percentage of 
anticipated first-year sales, the aver- 
age company allocates about 7 per 
cent. 

This year about 39 per cent of the 
responding companies expect to in- 
crease their advertising budget. 
® Government Contracts. Un- 
settled claims now have a backlog 
of over several billion dollars. It 
now requires over one year to com- 
plete a settlement when the prime 
and subcontractors know what they 
are doing, often longer. The nation- 
al office of the Chamber of Com- 
merce has issued what is probably 
the only interpretation of current 
settlement procedures on the mar- 
ket. Their 60-page analysis is avail- 
able from their Washington office at 
$1 each. 
© “We Were Wrong!” 

An admission seldom made by 
top management to its dealers and 
distributors was made last month 
by the president of Mitchell Manu- 
facturing Company. He told his 
group that the air-conditioning in- 
dustry overestimated the market by 
25 per cent. “It is the manufacturer 
who is to blame for price cutting,” 
he said, “and this isn’t the first mis- 
take we've made in predicting the 
market.” He noted that in 1951 sales 
were overestimated, that in 1952 
and 1953 the market was under- 
estimated by 30 per cent. Dealers’ 
loss of profits in a new industry, he 
noted, “are just part of the process 


of growing up.” 





Automation replaces three order-writers 


Sixty salesmen serve 
liquor wholesaler Austin, Nichols & 
Company of New York City. Form- 
erly, eight order-writers handled in- 
coming calls and a salesman often 
waited half an hour to be processed. 
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customers of 


Now, using nine telephone recorders 
(Dictaphone), the salesmen are able to 
phone in about nine orders in three 
minutes. A modified switchboard auto- 
matically cuts off the recording when 
the salesman hangs up. 
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Bostitch T5-8 Tacker with Outward Clinch—It anchors 
staples inside soft materials entirely from the out- 
side. Staple legs spread to form strong, tight clinch 
(see diagram). Ask your Bostitch Economy Man 
for a demonstration. 





STAPLES HOLD BETTER AT ONE-TENTH THE COST! Trans World Airlines overlook A Bostitch Economy Man suggested stapling the bills with a new Bostitch 
no detail in assuring the safe, swift arrival of air freight shipments. Shipping tacker that “spread-eagles” staple legs inside carton walls. TWA tried it, 
bills fastened to cartons with even the best tape sometimes tore loose in damp found stapling four times faster than taping and far superior in holding power. 
climates. And taping cost $14 a thousand. Cost: $1.40 a thousand. Now all major TWA stations are Bostitch-equipped! 


How much can you save by switching to Bostitch stapling? 


BOSTITCH, Inc., 661 Mechanic St., Westerly, R. I. 

I'd like to know exactly how stapling can cut costs in our fastening operations. BUILDING APPLICATIONS 

’ * 7 ee em nial Rae CRS OT |} applying asphalt roofing 

I’m particularly interested in the following applications (please check) : Slaying underfelt 

HI-SPEED PRODUCTION FASTENING PACKAGING and CARDING {ee ee 

-] sealing bags (cloth, paper or plastic) installing low-voltage wiring 
|} mounting products on display cards applying shake shingle siding 


Your Bostitch Economy Man can tell you. 
He’s one of 350 trained fastening specialists 
working out of 123 cities in the U. S. and 
Canada. There are over 800 kinds of Bostitch 
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‘ P m [ stapling Vs. screws or bolts [} fastening items to individual cards OFFICE EFFICIENCIES 
staplers in his cost-cutting repertoire. Cl stapling nto, xlue ie ene aamendi, Ginaen Gadneneeme oo 
66 . . . J Stapling vs. tape : [) preparing cartons for fillin ' ) routing 
Look up “Bostitch” in your telephone directory, ( stapling vs. tacks or nails CO) sealing filled cartons : 5) posting 
; (_] stapling vs. solder [} lining or padding crates ™ binding folders and reports 
or check the coupon at the right. _J stapling vs. wire or string () applying shipping bills or tags _] preparing advertising dummies 
Name _ Position 
Fasten it better and faster with 3 0 5 | : : H it Company We “ae ieee ead 
STAPLERS AN D ie a: oe oe Address —= a Sired. ce IR Ic RD Se it Yet 
, a 
City __fone — State 
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Eliminates 3 costly operations with 


DENISON MULTIPRESS* 


Three time-consuming operations 
eliminated. 


Production doubled. 
A better product at less cost. 


... ali because of a 
switch to Denison hydraulic Multipress. 


A The Nye Rubber Company, Barber- 
ton, Ohio, the old method for trim- 
ming flash from molded rubber wheels re- 
guired cutting, freezing, tumbling, buffing 
and washing—with parts loaded and un- 
loaded by hand for each operation. Now, a 
4-ton Multipréss trims flash automatically. 

The operator simply loads parts, which 
are carried under the ram by a Denison 
Index Table. One smooth hydraulic stroke 
trims the flash neat and close. Atr blows 


BEFORE TRIMMING 


molded rubber wheel with flash 


AFTER TRIMMING 


finished wheel with flash removed 





the finished product down a chute for 
packing. The rate for one operator: 2400 
parts an hour. 

A switch to Denison Multipress could 
cut costly operations in your plant. Write 
for cost-cutting ideas and technical 
bulletins. 


THE DENISON ENGINEERING COMPANY 
1162 Dublin Road « Columbus 16, Ohio 





HYDRAULIC PRESSES 
PUMPS « MOTORS + CONTROLS 
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On the Team 


Too frequently, efforts to create 
teamwork have been limited to 
inspirational speeches reminiscent 
of a stadium locker-room. How- 
ever, in recent years, some com- 
panies have begun to apply the 
techniques of group dynamics in 
order to have their staff members 
perform as alert, co-operative team- 
mates. 

Warren H. Schmidt of the Adult 
Education Association of the U. S. 
and psychologist Paul C. Buchanan 
have distilled the diverse discov- 
eries of recent years about how peo- 
ple work together harmoniously 
into a new little book, Techniques 
That Produce Teamwork. In this 
primer on administrative team- 
work, the authors stress that if you 
would have your staff accept more 
responsibility, you should present 
goals that make sense to them. In 
addition, group morale and effec- 
tiveness depend directly on the 
staff’s share in decision-making. 

The knotty problems of deter- 
mining which decisions a staff can 
share, of conducting meetings, and 
of maintaining group loyalty are 
among the topics discussed. While 
the emphasis is on group harmony, 
the authors see little justification in 
viewing the technique of “group- 
think” as a panacea. 

Arthur C. Croft Publications, 100 Gar- 
field Avenue, New London, Conn., 75 pages, 
$2.50. 

Design for Profit 

Sometimes in the past, industrial 
design was considered as a super- 
ficial covering to be draped over 
the product before it was sent out 
to the customer. However, as In- 
dustrial Designer Harold Van 
Doren stresses in his new edition of 
Industrial Design, 
must be built in and not draped on. 

The methods for carrying a prod- 
uct idea through the various stages 
of development, including prelim- 


gor od design 


inary research, visualization, ren- 
dering, model-making, and custom- 
er-testing, are described step-by-step 


a an. ee 





in non-technical language. While 


this volume is of primary interest 
to designers, engineers, and drafts- 
men, it should be absorbing read- 
ing for management men _ con- 
cerned with getting their profits in 
better shape through good design. 


McGraw-Hill Book Company, Inc., 330 
West 42nd Street, New York 36, N. Y., 
379 pages, $6.50. 


To Those Who Wait 


Silent salesmen who also serve as 
they stand and wait are bringing 
about sweeping changes in the pat- 
tern of American retailing. Auto- 
matic vending machines, once the 
source of little more than chewing 
gum and candy, have gone on, par- 
ticularly in the past five years, to 
sell such items as insurance polli- 
cies, ice cubes, raincoats, umbrellas, 
charcoal, shaves, and even hang- 
over remedies in the form of a 
whiff of pure oxygen. 

G. R. Schreiber, editor of Vend 
magazine, points out in this new 
book, Automatic Selling, that al- 
though only about 1 per cent bf 
all retailing is done through ma- 
chines, the volume has been grow- 
ing spectacularly in recent years. 
The most pronounced growth has 
been in vending machines in indus- 
trial plants which account for the 
largest concentration of all such 
machines. Small- and medium- 
sized manufacturers vexed by in- 
plant feeding problems will find 
rewarding reading in the case his- 
tories of how many plants have 
solved the problem. 

Not only manufacturers inter- 
ested in this new method of open- 
ing new markets, but general read- 
ers will find this volume fascinat- 
ing as it traces the history of auto- 
matic selling since Hero devised a 
machine for selling holy water in 
Greek temples over 2,000 years ago. 
Discussed in detail are the many 
unusual and highly profitable uses 
of vending machines. In Denmark, 
retailers use automatic machines to 
sell meat, groceries, and many other 


goods after closing hours, thus at- 
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REVOLVATOR 
RED-GIANT 


features 


Safety-Ease 


Durability — built in by 50 
wu = | years of Revetrater Co. expe- 

ue * j rience—is still the funda- 
4 mental of the Red Giant lif- 
truck line. Maneuverability. 
plus the safety of their exclu- 
sive double stroke mechanism. 
make the models shown leaders 
in their fields. There is a Red 
Giant liftruck available for 
every use—for every capacity. 


Write for the full facts today. 


REVOLVATOR CO. 
8702 Tonnele Ave. North Bergen, N. J. 




















N OD. in 50, 000 
Firms 


Because /t Qutlasts 
Ordinary Brushes 





27 Speed Sweep styles and sizes to 
meet every sweeping need. Write 
for prices today. 


MILWAUKEE DUSTLESS BRUSH CO. 
530 N. 22nd St., Milwaukee 3, Wis. 








taining a round-the-clock market. 
Scores of large apartment houses in 
New York City are provided with 
machines which dispense quart 
containers of milk at supermarket 
prices. 

But the future of this volatile in- 
dustry seems even more startling. 
Already a number of supermarkets 
have installed vending machines 
while the outdoor market has been 
barely approached. Merchandising 
men are particularly intrigued by 
automatic selling for it offers en- 
trée to otherwise inaccessible mar- 
kets while reducing distribution 
costs at the same time. 

Among the topics treated in this 
book are costs, tests for determin- 
ing if a product can be vended, 
legislation, and probable future de- 
velopments. Since this new revolu- 
tion in retailing, following the 
coming of the supermarket, should 
bring many changes in store lay- 
outs, it might aptly be characterized 
as a counter-revolution. 


John Wiley & Sons, Inc., 440 Fourth Ave- 
nue, New York 16, N. Y., 195 pages, $5. 


How Large a Staff? 


The awkwardness of growth 
can be as nettlesome to manufac- 
turers as to teen-agers. Since few 
companies are standing still, the 
problem of adjusting the growth of 
the various staff departments to the 
rate of expansion in _ production 
workers is a constant consideration 
for management. 

Now available is a yardstick— 
admittedly tentative—for measur- 
ing the manner in which such de- 
partments as maintenance, engl- 
neering, personnel, accounting, pro- 
duction control, and many others 
are frequently adjusted to harmo- 
nize with the changes in the num- 
ber of production workers. 

Drawn from detailed informa- 
tion from 211 individual manufac- 
turers (mostly small), this study, 
Ratios of Staff to Line Employees 
and Stages of Differentiation of 
Staff Functions, describes in detail 
which departments usually increase 
less than the production force and 
which parts of a business are usu- 
ally expanded more than the work 
force. Authors Alton W. Baker and 
Ralph C. Davis have included doz- 
ens of tables and charts to enable 
the manufacturer to gage his 
growth. 


Bureau of Business Research, The Ohio 
State University, Columbus, Ohio, 62 pages, 
$1, Monograph No. 72. 
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SYVTRON 
‘“Pulsating Magnet” 
ELECTRIC 
VIBRATORS 
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4 
a free flow of 
stubborn 
a 
materials 
* 
through bins, 
hoppers and 
te chutes 
} 
wr ovat 
ar ‘\ Simple, rheostat controlled electromagnetic vibrators that prevent 
‘ ‘ . : . 

/ i arching or plugging of the most stubborn materials. No mechan- 
> ot ical wearing parts. Compact—easy to install. Eliminate equipment 
: es damage and personal hazard from rodding, poking and sledging. 
v7 Models and sizes for any bulk handling installation. 

j : 
’ ; 
h i h 
Other Syntron Equipment That 
8 a 

Reduces Handling Costs And Speeds Production 

VIBRATING SCREENS SHAFT SEALS 

For heavy tonnage sizing and scalping. 

Rheostat controlled electromagnetic vi- 

: bration. Easily replaceable Se Te St ee a 
screens—no mechanical “h Sa hacia Gant wre 
wearing pars chanical seals fr sonse 
compressors, etc. Elim- 
inate leakage of either 
liquids or gases. Will not 
cut or score shaft. 
SELENIUM RECTIFIERS VIBRATORY PARTS FEEDERS 
Vacuum proc- For automatic, sin- | 
ess, uniform, gle line, oriented 
high quality position feeding of 
cells .in plate parts at controlla- 
size from 1” ble rates. Handle 
Square to 12”x parts of most ma- 
16”. Extremely terials and shapes 
low forward at required produc- 
voltage drop. tion speeds. 
Write today for complete catalogue date— Free PM 
774 Lexington Avenue Homer City, Penna. 
IANUARY 1955 ° 8 . 





SPOTLIGHT 


ON SUPERIORITY 


h 


Ask your printer or paper merchant to show you the Rising catplog 
containing a superior paper for everything from a wedding 
announcement to a stock certificate. Qualities up to 100% Rag. 


RISING PAPER COMPANY...IN THE BERKSHIRES, HOUSATONIC, MASS 
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AS OBSERVED BY THE EDITORS 


New cartoning machine, de- 
signed to meet today’s multi-unit 
merchandising needs, is said to offer 
the triple advantage of low initial 
cost, high speed operation, and use 
of an inexpensive carton. Called the 
Cluster-Pak, the new machine was 
developed by Atlanta Paper Com- 
pany, 950 West Marietta Street, 
N.W., Atlanta 2, Ga. According to 
A-Pac-O, the machine can be ad- 
justed to pack cans in several differ- 
ent arrangements (single file or 
two-by-two), and will handle as 
many as 900 cans an hour. The price 
of the complete unit is about $23,- 
000, and carton cost is estimated at 
two cents. The photographs show 
an over-all view of the machine; a 


closeup of the carton-forming sec- 
tion; and the completed pack. 


Automatic plating equipment 
in a new design that combines un- 
usual flexibility with speed and efh- 
ciency of handling is proudly an- 
nounced by Udylite Corporation, 
Detroit 11, Michigan. Displaying 
the first installation of its Selective 
Cell plating machine, Udylite 
pointed out that this design permits 
use of a new method of rack han- 
dling that allows parts to remain at 
rest in plating cells for whatever 
time is required while other cells in 
the same section accommodate parts 
waiting for treatment. In this par- 
automobile 


ticular _ installation, 








make Sick ae 





Top of the Finger Lakes 


is TORS 


in location 
in transportation 























&, 
foes, x =x|Lake Ontario ~. 
9 yt 16 Mi 
M; ~ hn 
= y Rar Savanah a 
3 Macedon = IE — as. 
as Syracuse 11 Mi. 4 


hnidae aie aoe 
New York 258 Mi. 


Vv 








\\ 
[Union Springs \ 


x) 
‘ > 





























LEGEND: New York Thruwayaaes Other Main Highways — Railroads —.— Barge Canal ...... 


E admit we are prejudiced because of our permanent 

interest in these industrial garden spots of Central New 
York which we serve. But also, we believe, are the 75 manu- 
facturing firms that prosper here. In the approximately 134 
square miles shown in the above map are 22 communities 
which share the following advantages for manufacturing of 
nearly any product. 


LOCATION 

Markets and Raw Materials in East and Midwest a day or less 
away. 

Water supply unexcelled 
round temperature of 40° to 50°. 

Living environment is famous. No congested sections. Opportunities 
for wholesome recreation on every hand. Superior educational facilities. 


TRANSPORTATION 

New York Thruway and three other major east-west highways— 
nine main north-south state highways. 

Railroads to all directions. New York Central main line and 
branch lines ... Pennsylvania... Lehigh. 

Barge Canal, the original low cost water route to Buffalo and to 
New York harbor. 


LABOR SUPPLY 
Native population percentage very high— mostly thrifty, educated, 
car-owning, house-owning families. 
Skills in a wide variety of industry. 
Labor harmony has a long tradition. 
Short commuting. Average distance between neighboring com- 
munities 6% miles. 
PLANT SITES 
A great many to choose from—level terrain, on railroads 


and express highways—to suit your requirement. Write 
for confidential survey of any of these communities. 


Finger Lakes have a uniform year- 


Get our Community and Industrial Directory — gives 
basic information about 160 Garden Spots for Industry 
in South Central, Western and Eastern New York. 


INDUSTRIAL DEVELOPMENT DEPARTMENT 
62 Henry Street * Binghamton, New York 


New York State ®) Electric & Gas 
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“ ..a BENEFICIAL loan 


is for a beneficial purpose~ 


For many people the word Beneficial has a per- 
sonal, intimate meaning—friendly financial aid 
readily available in time of need. Families are thus 
enabled to pay old bills and relieve current finan- 


cial stress. 


This stream of consumer credit — originating in 
860 offices of the Beneficial Loan System and 
amounting to over half a billion dollars annually— 
flows and spreads into the channels of commerce, 
thus helping merchants, manufacturers and pro- 
fessional people in thousands of communities 


throughout the United States and Canada. 


In this way a BENEFICIAL loan helps many 
people — perhaps you. And that’s what we mean 
when we say “a BENEFICIAL loan is for a bene- 


ficial purpose.” 


BENEFICIAL BUILDING, WILMINGTON, DELAWARE 


Subsidiary Loan Companies: PERSONAL FINANCE COMPANY ... BENEFICIAL FINANCE Co. 
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COMMONWEALTH LOAN COMPANY . .. WORKINGMEN’S LOAN AsSOCIATION, INC, 








bumpers are chrome-plated on a 
two-minute cycle; 30 racks an hour, 
with twelve bumpers to a rack. The 
machine is powered by Vickers hy- 
draulic drive units, and is fed by 
Cleveland Tramrail equipment. 


Two new metal-working ma- 
chines have been introduced by 
The George Gorton Machine Com- 
pany, Racine, Wis. Top picture be- 
low shows a multi-purpose milling 





machine which replaces the conven- 
tional overarm with a “Receptor 
Ram,” for greater versatility in mill- 
ing operations. Bottom picture 
shows a four-spindle rotary dupli- 
cator. The four heads work in al- 
ternating pairs, allowing one pair to 
be working while the second pair is 
being processed. 


With plastic pipe, fittings, 
tanks, and duct work proving so 
popular in plant construction, it’s 
not surprising to find new suppliers 
sprouting across the country and 
demand growing in Europe as well 
as in this country for equipment 
that will produce the necessary res- 
ins. Pictured on page 86 is a pack- 
aged plant developed by Scientific 
Design Company to produce poly- 
vinyl chloride (PVC) by a new 
suspension process. Cost of a plant 
of this type, according to Scientific 
Design, would range from $180,000 
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NOW! 


Quickly, Easily, Effectively Destroy confi- 
dential papers, records in your own office! 





NEW ” Bantam 10 


portable shredding machine designed especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
Capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 
















YOUR PAPERS 
GO IN HERE 





mtr) 12-\-7.4 18 3 
7 ) SHREDS COME 
BANTAM ] a your OUT HERE 


tie SHREDMASTER 
Gt crficn CL ‘4 Fe 
A Division of Self Winding Clock Company, inc. 


195 Willoughby Avenue 
Brooklyn 5, N. Y. 
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REALTY INVESTMENTS ES 
565 FIFTH AVENUE + NEW YORK 17, N. Y. 
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@ Recovery of all pure molybdenum trioxide—that’s 
the vital job done by Dracco Dust Control Equipment at 
the Climax Molybdenum Co., Langeloth, Pennsylvania. 4 
This valuable compound is important in the tech- 
j nology of the new “pure” metals now being used for 
high temperature alloys and electronic components. It 
is sublimed by Climax from crude molybdic oxide in a 
continuously operating electric furnace. Pure Moo, 
fumes which are released in this sublimation process are 
carried to two Dracco Dustomatic Filters for collection. 
Then, prior to packing for shipment, the collected 
product is agglommerated and dried. To eliminate loss 
of any MoO, which may become air-entrained at this . 
stage, two more Dracco Dustomatic Filters are integrated 
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with processing and packaging equipment. All air- 
entrained particles are cuptured and re-introduced to 
CATCHING process. 
Mo0, production at the Climax Langeloth plant is 
completely dependent—assures contaminant-free prod- 
uct recovery at maximum efficiency. ~ 
| O Bee If your profits depend on catching a// of your product, 
system. 
HIGH-PURITY METALS! | au.2tascoceerenane’ 
' 4044 EAST lléth STREET + CLEVELAND 5, OHIO 
Two large Dracco Dustomatic 
Filters are integrated with an 
Mo0; fumes released in sub- 
limation of crude molybdic 
oxide. Dracco Filters (left) 
eliminate product loss during 


This Dracco Dust Control System—upon which pure 
consult Dracco about a peak efficiency dust control 
electric furnace to capture hot 
final processing operations. 


Diagram shows how Dracco Dust 
Control Equipment is integrated 
with other processing equipment 
used by Climax in the manufacture 
of pure molybdenum trioxide. 
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CRUDE TRI : 
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DRACCO DUSTOMATIC 
FILTERS 
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For complete technical information on 
“Industrial Dust Control and Recovery”, 
write today for Dracco Bulletin 800. 
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This “free” file-folder kit will show you 


ow to modernize your 


shipping operations 





ke nena 


NOTHING LIKE IT EVER BEFORE! Nota catalog of products, 


but a file folder of systems created to streamline shipment addressing 
and marking, and simplify shipping paperwork. 


Cost-conscious firms have discovered 
that the key to efficient shipping and 
packaging operation is a fast, low- 
cost system for addressing and mark- 
ing containers. [That's exactly what 
this File-Folder Kit is about. 


Described and illustrated are sys- 
tems that make shipment addressing 
and product identification marking 
faster, cheaper and more accurate. 
You'll see how addressing operations 
can be tied-in with the preparation 
of shipping paperwork, and how the 


entire chain of events leading to the 
addressing and marking of your ship- 
ments can be streamlined. And there 
are also product samples that you 
can try out! 


Never before has so much factual 
information been offered on this im- 
portant subject—and it’s all yours 
without charge or obligation. Make 
sure you get your Weber Label and 
Marking Systems File-Folder Kit 
right away! Simply fill out the cou- 
pon below and mail—today! 





label and 


marking 





| Web er 


Division of 


Weber Addressing Machine Co. 


Mount Prospect, IIl. 
Phone: CLearbrook 3-2405 


systems 
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| Weber Label and Marking Systems 

| Dept. 3A, Mount Prospect, III. 

j 1) Please send me a Label and Marking Systems File-Folder Kit. 
| © Also, we would like to talk to your representative as soon as pos- 
| sible about improving our shipment addressing and marking 
| operations, and simplifying our paperwork. 

i Company. 

i Individual 

| 

j Title 

| Address 

| City. Zone State 


























to $1.5 million depending on capaci- 
ty (2 to 15 million pounds of resin a 
year) and individual requirements. 
A dozen or more companies now 
produce plastic pipe in this country 
(see August 1954, page 71) and sup- 
ply fittings te go with them. The 
Company, for in- 
stance, has a new patented line of 


Lukenheimer 


all-molded valves and fittings, and 
American Hard Rubber will supply 
both pipe and fittings in standard 
IPS sizes. 


Good design for lighting—de- 
sign that combines attractiveness 
with good visibility—is pointed up 
by Wakefield Brass Company, Ver- 
milion, Ohio, in a series of booklets 
which are themselves unusual in 
concept and design. Together they 
show how modular lighting units 


can be selected and arranged to 
combine high-quality lighting with 
noise reduction, air diffusion, space 
Hexibility, and fire control. The 
booklets, grouped as Brochure No. 
55, may be obtained from the com- 
pany’s headquarters or its represen- 
tatives, 


Versatility keynotes its newest 
shape-cutting machine, Air Reduc- 
tion Sales Company proudly points 
out. Not only can the torches be 
mounted in a variety of positions, 





but three different types of tracers 


(electronic, magnetic, and manual) 
may be used. Here, it’s equipped 
with the electronic unit, which 
makes it possible to use an inexpen- 
sive paper cut-out or a pen-and-ink 


drawing to guide the cutting heads. 





Development and production facilities now 


available for precision equipment 


New York firm specializes in mechanical, electro- 


mechanical and electronic equipment for 


customers who want workmanship and precision 


rather than mass production 





» PITOMETER LOG CORPORATION 








Francis L. Corbin, Chief Engineer. 


concerns. 
A background sketch of the company, including a 


Until recently our engineers and factory have been 
fully occupied in developing and producing electro- 
mechanical and electronic equipment for the armed 
services. Now, however, we are in a position to offer 
product development and precision production of 
similar parts and complete units to industrial 


summary of work done for the U. S. Navy and a list 
of production, testing and laboratory equipment, is 
available on request. Send for free booklet, ‘*Devel- 


opment and Production Facilities for Precision Equipment.”’ 


Please address 


PITOMETER LOG CORPORATION 
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237 Lafayette Street, New York 12, N. Y. 
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The basic unit, with two torches, 
cutting tips, manual tracer, and 
tracing table is priced at $3,450, 
f.o.b. Union, N. J. 





with its new Fork-Lift attachment. 


Operating hydraulically, the attach- 
ment is said to perform all normal 
operations of a fork-lift truck and 
to be capable of lifting a 4,000 
pound load ten feet. 





A heating control unit, de- 
signed for plastic machines, meth- 


ods, and materials, but suitable for 


Another transformation js ac- 
complished by an attachment which 
changes a fork-lift truck into a 


other industrial heating operations, 
is being manufactured by Wheelco 
Instruments Div., Barber-Colman 
Co., Rockford, Ill. Plug-in compo- 
nents enable the Model 297 Capaci- 
trol to be serviced without disturb- 
ing wiring. Thermocouple Break 
Protection is available as an extra 















feature. 


Transforming a tractor—even 
an ordinary farm one—into a fork- 
lift truck for work in areas where 
standard trucks cannot operate, is 
the trick accomplished by Sherman 


Products, Inc., Royal Oak, Mich., 





TRUCK LEASING 
EXPERIENCE 


IS AVAILABLE TO 
YOU 








Truck users! You will be 
pleased with our all-service 
truckleasing. 

America’s leading firms utilize the 
efficiency of our specialized 
facilities. Forget your prob- 
lerns of replacement, break- 
downs, repairs, insurance, 
licenses, paper-work, road 
calls, tied-up capital and 
extras. Know your costs jin 
advance.Let us engineer your 
fleet to fit your exact needs. 


TRUCK LEASING 
SYSTEM 


23 EAST JACKSON BOULEVARD CHICAGO 4 


Wlemtbersa in princifpal cities 


* 





Look up National Truck Leasing System in your local ‘phone book, 
or write for brochure and listing of NTILS companies. Dept. D-] 
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YOUR OFFICE 


an index of your executive achievement 









STOW & DAVIS 


EXECUTIVE FURNITURE MANUFACTURERS 
GRAND RAPIDS, MICHIGAN 
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There is a difference between a 
Risk and a Chance 





Returning from a two-year expedition in the Arctic, 
a famous explorer was asked to recount “his closest call.” 
He answered, “I didn’t have any. A well-planned expedi- 
tion takes no chances.” 

“But wasn’t there any risk involved?” 

“Plenty—but there’s a difference between a risk and 
a chance. A chance is a blind gamble in which you are at 
the mercy of luck. A risk is a hazard which you know exists 
and you meet it with eyes wide open—taking every rea- 
sonable precaution to avoid the danger which is apparent.” 

Let’s apply the explorer’s logic to everyday business. 
The parallel is interesting, because the businessman is an 


adventurer who must calculate risks against rewards. 





Ask any credit manager. He’ll tell you that he “takes 
the risk” of capital or merchandise as a necessary element 
of the great adventure of business. But the credit manager 
recognizes the hazard by maintaining clear visibility and 
constant vigil through current information in his files, 

The supplier who “takes a chance” and ships or de- 
clines without adequate credit information is trusting to 
luck instead of logic. 

The business of Dun & Bradstreet is to present facts 
as a basis for credit decisions—facts on management ex- 
perience, method of operation, financial position, and 
payment habits. 

Successful concerns sell on facts—not hunches. 


Dun & Bradstreet, inc. 


OFFICES IN PRINCIPAL CITIES OF UNITED STATES 
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spreader. Manufactured by Swen- 
son Spreader & Manufacturing Co., 
Lindenwood, Ill., the Industrial 
Fork Lift Spreader is attached by 
engagement of fork and spreader 
supports, actuated by drive wheel 
contact with front wheel of the 
truck. Slight lifting of fork disen- 
gages the drive wheel. 


A miniature rolling dolly to 





facilitate the transfer of heavy ma- 
chinery and equipment has been in- 
troduced by Stokvis-Edera & Com- 
pany, Port Washington, N. Y. 
More streamlined than its British 
counterpart (see June 1954, page 
119), the Multiton roller skid ap- 
plies the tank track principle by 
having an endless chain of steel roll- 
ers mounted in a steel casing and 
topped by a gripping plate that bites 
into the wooden frame supporting 
the unit to be moved. Multiton dol- 
lies come in ten and a half- and 
twelve-inch lengths, can carry 35 to 
55 tons. 


Close-tolerance wrought tron 
tubing for heat exchange and air- 
conditioning systems is now offered 
by A. M. Byers Company, Pitts- 
burgh, Pa. According to Byers, the 
new cold-drawn tubing offers un- 
usual corrosion and fatigue resist- 
ance and is “especially suitable for 
handling salt and brine solutions.” 
It has been service-tested for several 
vears and is now being recom- 
mended for use in ammonia con- 
densers, preheaters, gas cooling ap- 
paratus, butane and propane vapor- 
izers, cooling pipe, and steam con- 
densers. 
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All surrounding floor, wall and 
ceiling space is always fully 
usable—indoors and outdoors. 
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Rugged, all-steel curtain gives 
extra protection against wind, 
weather, fire, theft, and 
vandalism. 
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Write today for full details 


The KINNEAR Mfg. Co. 


FACTORIES: 
1500-20 Fields Ave., Columbus, Ohio 
1742 Yosemite Avenue, San Francisco 24, Calif. 
Offices and Agents in All Principal Cities 
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PHOTO-MURALS 


Decorate office walls in a practical way 
that helps promote your products or services 


We have the specialized equipment 
to make custom photo-murals of any 
subject, to fit any shape or space... 
in black and white, sepia or full color. 
Many leading industries have found 
this unique method a profitable way 
to put office walls to work. 


WEST-DEMPSTER COMPANY 


Write for Tibaclasilehatela 


on how we produce 


Custom Photo-Murals 





for luxurious 


interiors 
Where elegance is a req- 
uisite, experienced inte- 
rior decorators specify 
Climax Club Smokers. 
These handsome non- 
tipping combination ash 
receivers and cocktail 
tables are of all-metal 
construction, chrome- 
trimmed. Choice of styles 
and colors to harmonize 
with any furnishings. 


Write for brochure 1-DR. 
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“=~. COST OVER 
6*° A MILE? 


INCLUDING GAS, OIL, MAINTENANCE 
INSURANCE, TAGS, DEPRECIATION 












General Auto 
is Cutting Costs 
for Leading Firms 


@ Marsh & McLennan 









FLEETS OF 25 TO 5,000 BRAND NEW 1955 
FORDS, PLYMOUTHS, CHEVROLETS READY FOR 
IMMEDIATE DELIVERY AT LOW COST RENTALS 
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° e. i. ‘DuPont DeNemours surance and Tags Per Moth ae 
e R.C.A. Victor Corp. oi yee Mile 
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« Universal Atlas Cement Co. 


Certified facts prove that General Auto Rental plans cost 
Co. 
© American Bridge 


less than company-owned or salesmen-owned car plans. 
And — entire cost is tax deductible no capital tied 
up in frozen assets. 
All plans include immediate replacement in case of fire, 

eft or serious damage; new cars every 12 months. 
Special plans to meet specific needs. 


HIGHEST PRICES PAID FOR YOUR PRESENT CARS 


GENERAL AUTO "N™!.c°: 


COAST-TO-COAST 
Harold &. Robinson + Livingston 8-5000 


6610 N. BROAD ST., PHILA 26, PA. 
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good start for 
better business 
in 1955 
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Thank your customers today 
—by LONG DISTANCE— 
for 1954 business 


“A 


‘Thanking your customers for the business they 
gave you in 1954 is a nice and thoughtful thing to do. 


Best of all, it works two ways. Your customers 
will appreciate it. And you'll find it mighty helpful 
in continued good relations and even better business 
in 1955. 

Right now, at the turn of the year, is a good time 
to do it. And a Long Distance telephone call is by 
all odds the quickest and most personal way. The 
cost is small. The results can be big. Very big! 
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LONG DISTANCE RATES ARE LOW 
Here are some examples: 
Baltimore to Philadelphia........ 55¢ 
Cleveland to Pittsburgh.......... 60O¢ 
Dames 00 St. Leche cs océccccocsies tee 
Atlanta to New York. .......+.s-. $1.50 
Los Angeles to Washington, D.C... $2.50 


These are the daytime Station-to-Station rates for the first three 
minutes. They do not include the federal excise tax. 


CALL BY NUMBER. IT’S TWICE AS FAST. 
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Irvington, N. J. 











“Texas Special” locomotive and cars 
molded by The Lionel Corporation, 


Golden Tuba molded by 
Emenee Industries, Inc., 
200 Fifth Avenue, New York, N. Y. 


Regina Electrikbroom Jr. sold by 
Marilyn Products, Inc., 
Irvington, N. J. 
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High-impact Styrene toys head the 


play for bigger markets 


Beginning to notice the new shock- 
resistant styrene plastic toys this year? 
Look at these, made from BAKELITE 
High-Impact Styrenes. Big and small, 
theyre handsome, durable, impres- 
sive examples of better products de- 
signed for improved sales. 

Two Bake.ite High-Impact Sty- 
renes are available for injection mold- 
ing. TMD-5151 offers 8* times the 
impact resistance of general purpose 


*ASTM average Izod test using notched %-in. bar at 75 deg. F. 


styrenes. TMD-2155, the extra-high- 
impact material, has 18* times greater 
impact resistance. Manufacturers can 
make their choice based on fabricat- 
ing costs and toughness required. 

Get complete details on TMD-5151 
and TMD-2155 by writing for your 
copy of BAKELITE Molding News, Vol. 
1, No. 6. Also ask to be placed on the 
mailing list for this up-to-the-minute 
source of news in plastics. 





TRADE -MARK 


High Impact Styrenes 








BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [[¥{g 30 East 42nd Street, New York 17, N.Y 
In Canada: Bakelite Company, A Division of Union Carbide Canada Limited, Belleville, Ontario 
GREATEST VARIETY ... LARGEST RESOURCES FOR PLASTICS KEYED TO YOUR NEEDS 
impact Styrenes * Acrylonitrile Styrenes + Polystyrenes * Polyethylene 
Phenolics « Vinyls * Epoxies - Polyesters » Fluorothenes 





Lubrication 
Engineering 
Service 


is really ‘ON 


the ball’ 


A LEADING crankshaft manufacturer has been 


using Texaco Soluble Oil on grinding operations for 
years. Results have been fine finish, freedom from 
rust, outstanding emulsion stability and exceptional 
cleanliness. But what is particularly liked is the 
service that goes with Texaco Products. 

For example, when local water conditions changed, 
the Texaco Lubrication Engineer anticipated possible 


adverse effects from the harder water and recom- 
mended a different type of Texaco Soluble Oil. The 


manufacturer writes: 


a 


“We followed his advice and continued to 
get fine results. This is the kind of fore- 
sightedness in stopping trouble before it 
starts that makes me say that Texaco Lubri- 
cation Engineering Service is really ‘on the 
ball’. We appreciate it, and | am sure your 
other customers do.” 


Texaco Lubrication Engineering Service is available 
everywhere. Put it to work in your plant and bene- 
fit by increased production and lower unit costs. 
Just call the nearest of the more than 2,000 Texaco 
Distributing Plants in the 48 States, or write: 

The Texas Company, 135 East 42nd Street, New 
York 17, N. Y. 


PC [44, lsbicantes JU-\tmelate 


Lubrication Engineering Service 


TUNE IN: TEXACO STAR THEATER starring DONALD O’CONNOR or JIMMY DURANTE, on TV Sat. nights. METROPOLITAN OPERA radio broadcasts Sat. afternoons. 





